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SELLING 





For Sheathing: ~ 
Insulite (Bildrite) Sheathing is 
a double action sales-maker be- 
cause it gives double for the 
money. Sheathing PLUS insula- 
tion as a bonus. One material— 
double usage. That means a 
builder’s bargain—makes the 
first sale easy and repeat sales 
easier. 


For Plaster Base: Tell your cus- 
tomers they get an extra dividend 
when they buy Insulite Sealed 
Lok-Joint Lath—it insulates as it 
builds. Provides a strong, rigid 
insulated plaster base. Combined with 
Bildrite Sheathing, it controls vapor, 
guards against harmful condensation 
within the walls. 
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INSULATES AS IT... 
BUILDS AS IT 
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“Insulite’’ ts a registere ' 
trade mark, US. Pat.O 


‘NSULITE DIVISION \& l/ MINNESOTA & ONTARIO 
PAPER “SS” COMPANY 
MINNEAPOLIS 2 MINNESOTA 
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You stock only ONE Grade 


When you sell Roxdale* Tileboard, you sell not 
two or three grades, but just one grade that is 
guaranteed to be of the finest quality—at a price 
that is truly inexpensive. Here is the really con- 
venient and economical way to sell tileboard. 
You save expensive stockroom space—and your 
customers are certain of getting the very finest. 


Roxdale Is Outstanding In... 


DURABILITY—Made of genuine treated hard board, 
ROXDALE is especially processed so that its 
“show surface” gleams and glistens like polished 
glass. Water-resistant, ROXDALE cannot craze, 
crack, chip or peel. With only ordinary care, 
ROXDALE walls will last for decades. 


INSTALLATION EASE — Any carpenter or even 
handy homeowner can install ROXDALE easily 
and quickly—and at minimum cost. No special 
tools required! No costly preparation of walls 
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... The Very Finest! 


since ROXDALE is applied right over existing 
new or old walls. 


SHINING CLEANLINESS —ROXDALE cuts household 
drudgery in half as its sparkling surface wipes 
clean in an instant with a damp cloth—and per- 
sistent stains vanish when ordinary soap is used. 


WIDE RANGE OF POPULAR COLORS — In ROX- 
DALE Tileboard your customers have their 
choice of 10 beautiful colors: Ivory, Buff, Blue, 
Green, Peach, Orchid, Red, Black, White and 
Royal Blue, a rich array lending itself to any 
and all decorative effects. 
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Send today for your FREE give- 
away copies of our new “idea” 
booklet—“So You Want To Re- 
decorate!” It’s filled with infor- 
mation your customers will be 
glad to get—Let us know number 
of FREE booklets needed, and 
we'll see that you get them im- 
printed with your firm’s name. 
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For Ceilings 
Watch for our an- 
nouncement of this 
amazing combination 
ceiling tile! 


Metal ROXDALE 


Made of high-gloss 

finished metal to lend 

ao omg | richness to 
a 


ROXDALE Metal Mouldings 
tchen, bathroom and 


lei - In many new de- 
ys 
I i” nooks. 


NATIONAL TILE BOARD CORP. 


Roxdale Tileboard, 
1314 BLONDELL AVENUE, BRONX 61, N.Y. - TAlmadge 2-8224-5 


adds beauty and util. 
Attention Dealers: A few choice territories are open. Write at once for our attractive dealer plan. 










ity to any interior. 
y y * TRADE MARK 


May 8, 1948, AMERICAN LUMBERMAN & 






5 
5 
1 


N & 

















S~THENDS 








FLASHES x ek kek kk kK 


SALES BY LUMBER-BUILDING MATERIAL DEALERS for the first 


quarter of 1948 were ahead of the same period in 1947 in the 46 
‘ities from Coast-to-Coast checked by the Department of Commerce. 
Baltimore was the only city that failed to show an increase. Cities 
which showed the most decided gains were: San Diego, 49 per cent; 
Washington, D. C., 52 per cent; Rochester, N. Y., 53 per cent; Mil- 
waukee, Dallas and Youngstown, Ohio, each 33 per cent. Sales 
for March of this year also showed an increase over February. 
Birmingham, Ala., showed the biggest gain—57 per cent. Pennsyl- 
vania and Texas were the states which showed the greatest gains. 
In Pennsylvania, the increase was 48 per cent in Erie; 44 per cent 
in Philadelphia and 40 per cent in Pittsburgh. In Texas, Dallas re- 
ported a 71 per cent gain; Fort Worth 65 per cent and San Antonio, 
38 per cent. 


BUILDING MATERIALS PRODUCTION has shown a more rapid 


recovery following World War II than following the first World War, 
a study made by economists for the Construction Industry Informa- 
tion Committee has revealed. It took only two years after 1945 to 
raise production by 50 per cent, the report states, while it took five 
years after 1918 to increase output by a similar percentage. 


HOO-HOO DRIVE IN TEXAS is expected to drive Hoo-Hoo mem 


bership to a record peak in that state. Don’t be surprised if the 
Texas delegation to the international convention in Los Angeles in 
September announce more members on their rolls than any other 
state in the Union. 


BRICK PRODUCTION WAS UP 4 per cent for the first quarter of 


1948 over the same period a year ago. Roy A. Shipley, president 
of the Structural Clay Products Institute, believes annual production 
this year will approximate 5.2 billion brick. March production was 
up 19 per cent over the same period a year ago; the March produc- 
tion was a 28 per cent gain over February of this year. 


HIGHER OUTPUT is goal of prefab manufacturers this year. They 


are aiming for a 50 per cent increase which will include approxi- 
mately 50,000 homes of primarily wood construction. Shipments of 
prefabricated homes dropped 1,000 units in January to 3,000; Febru- 
ary marked another decline to 2,300. However these totals are still 
slightly above those of the same period in 1947 when all prefabri 
cators during the year shipped only 37,000 homes. In a recent sur- 
vey of 3] major manufacturers of prefabricated homes by the Pre- 
fabricated Home Manufacturers’ Institute,-plans were revealed to 
establish 700 new dealer outlets this year—a 64 per cent increase 
over 1947. 


LARGEST NUMBER OF APPRENTICES ever hired in one month, 


according to the Department of Labor, began work in March. The 
total figure was 10,000. As of April 1, a total of 124,294 apprentices 
vere employed in the building fields. This figure represents an in 
crease of 8.2 per cent over March |. The wood-working trades, in- 
cluding carpenters, had the most apprentices, 44,721. 


OPA RECORDS MAY BE DESTROYED by dealers with three ex- 


ceptions: first, parties to pending actions; two, recipients of subsidy, 
premium or other payments from the government and thirdly, sellers 
of commodities or services to the government under adjustable 
price schedule. 























\.\UILDING Propucts MERCHANDISER 


MERIT AWARD TO NRLDA 


National association cited for 
developing I-E home program 


CITED for “outstanding service 
to the industry which it represents 
as well as to the American public,” 
the National Retail Lumber Deal- 
ers Association has been presented 
the American Trade Association 
Executives Award of Merit for its 
development and promotion of the 
Industry Engineered Homes Pro- 
gram. 

The award was presented at the 
ATAE national awards luncheon 
at the Statler Hotel, Washington, 
April 26. H.R. (Cotton) Northup 
accepted the award for NRLDA. 
David Bruce, assistant secretary of 
the Department of Commerce, made 
the presentation. 

REPLICA TO FEDERATED ASSNS. 

It was the first ATAE award 
ever received by NRLDA. Each 
of the 33 Federated associations 
who are promoting the I-E homes 
program will receive a replica of 
the National award for their part 
in making the program a success. 

Already well known to most deal- 
ers, the overall objectives of the 
I-E Homes Program are three in 
number: 

1. To meet America’s need for 
lower cost homes without sacrific- 
ing essential standards and quality. 

2. To provide smaller contrac- 
tors everywhere with the coordi- 
nated materials, methods and de- 
signs generally ‘available to large- 
scale operative builders. 

3. To meet the challenge of pub- 
lic housers, in and out of govern- 
ment, and to prove that private en- 
terprise could provide the homes 
needed by America. 


FASTER START 


15 per cent gain in new homes 
for first quarter of 1948 


HOME BUILDING is off to a 
faster start this year than in 1947 
when numerous all-time records 
were broken, says the Construc- 
tion Industry Information Com- 
mittee. 

The number of new permanent- 
type homes started during the first 
quarter of the year totalled 164,000 
units, according to Bureau of Labor 
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Statistics estimates, a gain of 21,- 
400 units or 15 percent over the 
number of starts in the first three 
months a year ago, the Commit- 
tee reports. 








: COMPARATIVE FIGURES 


In the 12 months ending with 
March, 1948, the industry put 876,- 
000 new homes under construction, 
compared with only 671,200 units 
in the preceding 12-month period, 
an increase of 30 percent. 

Housing starts for March were 
15 percent ahead of last March. 
According to BLS reports, 67,000 
units were started in March, 1948, 
against 58,400 units in March, 1947. 

This increase, believes the Com- 
mittee, looks particularly good in 
view of unusually bad weather for 
building in many parts of the coun- 
try during January, February, and 
part of March. 

The new figures give us a total 
of about 1,700,000 housing units 
put under construction since the 
war. Building time for houses has 
been reduced to an average of 4% 
months, according to the BLS, so 
that we are now assured that a 
housing start is a housing comple- 
tion within a few months. 





SCPI STUDY 


STUDY of the benefits which 
could be obtained from expanded 
research in the manufacture and 
use of brick and tile is being un- 
dertaken by the Structural Clay 
Products Institute. 

The purpose of the study which 
is being undertaken by Arthur D. 
Little, Inc., engineering research 
organization, Cambridge, Mass., is 
to develop new types of structural 
clay products; devise economies in 
production which would result in 
lowered building costs and further 
improve the quality of products 
now being produced. 





INDUSTRY FRIEND 


Senator McCarthy thinks public 
housing is for public housers 


THE BUILDING industry has a 
friend in Senator McCarthy of 
Wisconsin. According to H. R. 
Northup, Secretary-manager of 
the National Retail Lumber Deal- 
er’s Association, McCarthy has 
done much to clarify the public 
housing features of the Taft-il- 
lender-Wagner Housing bill. 

“On the basis of the Senate floor 
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discussion,” Northup said, “Sena- 
tors Taft and Flanders make it ap- 
pear that the chief reason for pass- 
ing the TEW bill is to create pub- 
lic housing for public housers.” 


Senator McCarthy has been the 
only member of the Senate to fight 
to make Title I Class 3 loans ef- 
fective. He has realistically de- 
manded public housing for those 
who need it most, according to 
Northup. McCarthy’s amendment 





to the TEW bill would restrict pub- 
lic housing to indigent groups and 
to people in the lowest income 
groups. 


ODD-LENGTH LUMBER 


Use possibilities disclosed by 
house study in Portland, Oreg. 


A piece-by-piece study of lum- 
ber used in the framing of a five- 
room house in the Portland area 
has disclosed that more than one- 
third of the pieces should or could 
have been trimmed from odd-length 
lumber, according to H. V. Simp- 
son, executive vice-president of the 
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GLENWOOD 


Albany, New York 


“OLD TIMERS” 


Old timers in name and experience, 
but modern in design. These job-tested 
pieces of logging equipment are 
proved in the field before they are 
made available to you. Tested for effi- 
cient and economical logging, they 
merit your investigation. Write, phone 


HYSTER winches, sulkies, skidding pans 
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CATERPILLAR diesel engines.. 
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West Coast Lumbermen’s Associa- 
tion. 

Inclusion of a reasonable propor- 
tion of odd lengths in random 
length shipments of common ium- 
ber was advocated by Simpson as 
a conservation measure. He pre- 
dicted that it would result in the 
recovery of better lumber grades 
from the log. 

In the five-room house referred 
to above, there were 9,015 feet of 
framing and sheathing lumber. Of 
this 2,640 feet or approxmately 
29 percent should have been odd 
lengths which could have been used 
at a considerable saving with no 
difficulty. An additional 1,046 feet 
or approximately 12 percent of 
short lengths four feet and shorter 
could have been cut from odd 
lengths. 

A total of 1,556 pieces were used 
in the house, Simpson said. Of 
these 315 should have been cut 
from odd lengths, Simpson said. 
An additional 579 pieces could have 
been cut from either odd or even 
lengths. Thus substantially more 
than half of the pieces should or 
could have been cut from odd 











“Now, sir, will you kindly listen 
to my two-minute commercial?” 


















SOUTHERN PINE 


Group hears Norman P. Mason, 
others discuss problems ahead 


MEMBERS of the Southern Pine 
Association, meeting in a three-day 
session at the Roosevelt Hotel, New 
Orleans, reviewed their accomplish- 
ments of the past year and listened 
to discussions of the future prob- 
lems confronting the industry. 


Among those on the program was 
Norman P. Mason, North Chelms- 
ford, Mass., president of the Na- 
tional Retail Lumber Dealer’s Asso- 
ciation. Mason expressed apprecia- 
tion of the retailers for the work 
that was being done by the South- 
ern Pine Association to promote 
the use of quality lumber and vari- 
ous other advertising helps that 
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NICHOLS 
ALUMINUM WOOD SIDING NAILS 



























No more rust streaks to ruin a nice paint job when you use Nichols “Neverstain” 
Aluminum Wood Siding Nails. They are the greatest improvement in nails since the 
wooden peg. Siding installed with NicHots “Neverstain’” ALUMINUM NalLs can 
never become rust streaked or discolored as in the case of the steel-nailed siding 
shown in the photo below. Hammer blows on the heads of galvanized nails 

may chip off the zinc, exposing steel to rust. Copper nails may give off a 
dark hued oxidation. 


ALUMINUM 
iS NOT 
A SUBSTITUTE! 
























RUST PROOF - EASY TO DRIVE + ETCHED TO HOLD Lb 


Actual photo of siding on frame residence showing 
P how stains from ordinary nails have ruined a white 
fer ouuad paint job in less than eighteen months time, 


Made of a aperten alloy, these aluminum nails are rust proof all ed sted OTHER TYPES OF NICHOLS "erst alit’ 
through, as aluminum cannot rust. They are etched for added gripping ALUMINUM NAILS 


power and drive easily and straight. You get about three times as 
: : Z : COMMON — Sizes 4d to 20d. 

many aluminum nails per pound as steel nails of the same size. SHINGLE — (Standard) — Length %4” and 1'/4", Ga. 12!/, 

head 9/32”. 

ROOFING — Length %” to 2!/.”, Ga. 10, head 7/16”. 


. Available in 50 Ib. kegs in sizes 6d 2” jong, 12 Ga., 17/64” PLASTER BOARD — Length 1", Sa. 12'/2, head 5/16”. 

} head), 7d (214” long, 12 Ga., 17/64” head) and 8d (21/” | fon gr -  eaaalaatna 4" and 134”, Ga. Il2, 
; i ea ; 

| long, 11 Ga., 19/64” head). } a SHAKE — Length 114” and 134”, Ga. 14, head 


SPECIFY NICHOLS “%@Vé(sTa(it’ ALUMINUM NAILS ON YOUR BUILDINGS 





ROLL VALLEY 


14”, 20” and 28” widths. 
One continuous coil of 
50 ft. per carton. 


FLASHING SHINGLES EAVES TROUGH CONDUCTOR PIPE 
Available in 5” x 8” and 8” x 5” half round, 10 ft. lengths, 3” Plain and Corrugated Round. 
Std. 10 ft. lengths. .020” thickness 


10” sizes. 5” x 8” packed 500 .027” thickness (23 U.S. 
pcs. per bundle. 8” x 10” size Ga.). 
packed 250 pcs. per bundle. 


(26 U.S, Std. Ga.). 


All necessary fixtures for gutters and down spouts are also available. 


Write today for circulars illustrating, describing and pricing Nichols products, 


ICHOLS WIRE & ALUMINUM CO. 


Main Office: Davenport, lowa 
Warehouses: Mason City, lowa and Battie Creek, Mich. 
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MATERIAL 
HANDLING 








Does material handling in your busi- 
ness involve carrying heavy loads over 
rough, uneven, slippery surfaces, in- 
doors or out? 


HEAVYWEIGHT CHAMPION 


Here’s the answer—Clark’s YARD- 
LIFT ‘60,’ for handling 6000-pound 
loads on pneumatic tires. This heavy 
duty machine completes Clark’s pneu- 
matic tired ‘‘team,”’ developed during 
1947—with the YARDLIFT “40” and 
the YARDLIFT “20,” of 4000-lb. and 
2000-lb. capacities respectively. Rug- 
ged, nimble, steady, these machines 
revolutionized and simplified many 
difficult handling operations, with 
sharp reductions of accidents. 


DESIGNED FOR SAFETY 


The YARDLIFT “60” has all the 
sound and practical features so conclu- 
sively proved by the performance of the 


CLARK 


AND INDUSTRIAL 
































































=. YARDLIFT"60” 


a pneumatic-tired fork truck 
of 6000 pounds lift capacity, 
for the BIG jobs of handling 
the BIG, heavier loads under 
toughest, roughest conditions 
—a machine whose BiG-ness 
is matched by its BIG potential 
usefulness to Industry. 


YARDLIFT ‘40” and the YARD- 
LIFT ‘20.’ Safety is of utmost im- 
portance in this field of handling; and 
the machine’s two-wheel steering axle 
and dual-wheel drive axle with wheels 
widely spaced, provides maximum se- 
curity. The pivoted steering axle 
mounting, a Clark development, en- 
ables the machine to carry its load 
evenly and safely while the tires follow 
smoothly the ups and downs of the 
ground surface. A special steering-gear 
ratio makes for easier operation; and 
the driver has a comfortable air-cush- 
ioned seat, easily adjustable and placed 
for good visibility. 

That your business may enjoy these 
advantages, talk things over with a 
Clark field engineer, a man trained to 
survey your operations and to make 
unbiased recommendations as to the 
equipment that will serve you most 
economically. CONSULT CLARK, 
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TOWING TRACTORS 


















































NEWS a«¢ TRENDS 


have been made available to the re- 
tailers. Mason also noted that con- 
struction of homes by private in- 
dustry is being threatened by legis- 
lation now pending in Congress. 

H. M. Seaman, Kirby Lumber 
corporation, Houston, Texas, was 
elected president of the association 
for the coming year. Elected as 
first vice-president was E. Oswald 
Lightsey, of Lightsey Bros., Miley, 
S. C. Other new officers are: J. R. 
Bemis, Ozan Lumber company, 
Prescott, Ark., second vice-presi- 
dent; W. T. Neal, T. R. Miller Mil] 
company, Brewton, Ala., treasurer; 
and H. C. Berckes, New Orleans, 
secretary. 











“Conductor, I'd like to have a word with 
you about the gentleman in upper six!” 











DODGE REPORTS 


Record dollar volume contracts 
set so far in ‘48 in 37 states 


HIGH MARK in dollar volume 
set a new first-quarter record in 
construction contracts in the 37 
states east of the Rocky Mountains 
with a total of $1,986,936,000, re- 
ported the F. W. Dodge Corpora- 
tion. This volume surpasses by 23 
percent the previous first-quarter 
record established last year. 

While the dollar volume of resi- 
dential contracts was maintained 
at a level equal to the first quar- 
ter of last year, nonresidential 
contracts were up 42 percent and 
heavy engineering awards in- 
creased 46 percent over the com- 
parable period of 1947, the survey 
shows. 

Thomas S. Holden, president of 
the fact-finding agency for the con- 
struction industry, in an_ inter- 
pretation of the activity record, 
pointed out that the sharp increase 
in construction costs during the 
last year accounted for some, if not 
all, of the dollar volume gain. 

The areas where gains were 
equal to or greater than the aver- 
age for the 37 states are: upstate 
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New York; the Middle Atlantic 
states; the Southeastern states; 
southern Michigan; northern IIli- 
nois, Indiana, Iowa and Wisconsin; 
eastern Missouri; southern Illinois; 
western Tennessee and Arkansas; 
Louisiana and Mississippi; Minne- 
sota, North Dakota, South Dakota; 
western Missouri, Kansas, Ne- 
braska and Oklahoma. 

Other regions showed a gain over 
the first quarter of last year except 
New England, down 7 percent; 
metropolitan New York and north- 
ern New Jersey, off 2 percent; 
southwestern Ohio and Kentucky, 
down 19 percent and Texas off 4 
percent. 





Triple-strength 


TARP 


with the owner's 


Yame Ou Dt! 


Fulton all-weather tarp is the cus- 
tomer-favorite...an outstanding 
business builder for you... for two 
BIG reasons! It’s hard to wear out 
because it’s triple-strength ... hard to 
lose because it has the owner’s name 








“You take the top row and I'll 











on it! 


IT’S GOOD BUSINESS for con- 
tractors to protect machinery, equip- 





take the bottom. Junior---bedtime!” 















PLYWOOD ANNUAL 


- Distributors’ association men 


ment and materials on the job... . . . Y 

gued, peoliemaking busines fer you will meet in Chicago, June 7-8 q 
to sell your customers Fulton all- THE sixth annual convention of j 
weather tarps. Colored reinforcements the National Plywood Distributors : 
under grommets add eye-appeal to Association, plywood division, 

these sturdy tarps of brand new canvas wholesale building materials divi- I 
...make Fulton triple-strength at sion, will be held at the Sheraton ( 
points of strain! The unique “name- penrection roa uae Hotel, Chicago, June 7-8. F 


on-your-tarp” plan is a Fulton feature 
your customers will like... another 
extra sales appeal for you! 


ACT NOW... get the profitable 
dealership for Fulton triple-strength 
tarps. Get the lion’s share of the tarp 
business in your territory with Fulton, 
the tarp with extra sales appeal! 
There’s a size for every use... a thou- 
sand uses for every size! 


FREE ADVERTISING HELPS 


ING OPENINGS. 





SAVE MATERIALS FROM 
WEATHER DAMAGE. 


WRITE TODAY FOR FULL INFORMATION about the Fulton 
selling plan which includes local newspaper advertising, direct mail 
advertising and store display ...and THE NEW "NAME ON YOUR 
TARP” PROMOTION! Address: Fulton Bag & Cotton Mills, P. O. 


Box 1726, Atlanta 1, Georgia. 


FULTON BAG & COTTON MILLS 


Manufacturers Since 1870 


NEW ORLEANS ST. LOUIS DALLAS 
DENVER ATLANTA 


MINNEAPOLIS 


KANSAS CITY, KANS. 
NEW YORK 





Speakers for the morning ses- 
sion of the first day are: Earl F. 
Boyle, J-M Sales Corp., “The Value 
of Jobber Distribution in the 
Building Material Industry”; Don- 
old M. Crooks, Douglas Fir Ply- 
wood Association, “The Fir Ply- 
wood Outlook”; A. E. Aukens, 
“Warehouse Material Handling 
Problems.” 


In the afternoon of the first day 
C. W. Dietrich, Southern Plywood 
Manufacturers Association, “The 
1948 Program for Southern Hard- 
wood Plywood”; J. W. Parshall, 
Building Supply News, “Selling the 
Services of the Wholesale Distrib- 
utor’; J. F. Leutzinger, Sherwin- 
Williams Co., “The True Facts 
About Resin-Sealed Plywood’; J. 
B. Blackburn, manager, Insulation 
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NOW! THE MOST POWERFUL 
FORD TRUCKS EVER BUILT! 
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Western Wholesalers 
Give You Service 
from Many Mills 


They are in daily contact with mills all 
up and down the coast. They are on 
the ground—and can see what the pro- 
duction and ghipping situation is at 
the mills they "tontact. Their acquaint- 
anceship with the timber resources, 
manufacturing facilities and strong 
points of the various mills enables them 
to know which mill is best able to meet 
your particular requirements. Take ad- 
vantage of the “service from many 
mills” offered by your Western Whole- 
salers. 





WALES LUMBER COMPANY 


Old National Bank Building 





(Voy 

Ca MR Oe wd 

564 Market St., San Francisco 4, Cal. 

MAUK SEATTLE LUMBER COMPANY 

SEATTLE, WASH. 

HOMESTEAD BRAND 
WESTERN LUMBER MERCHANTS 

Joseph A.Adair Lumber Co. 


520 S. W. Sixth Avenue 
Portland 4, Oregon 


Carl E. Soderberg Lumber Co., Inc. 
1120 Old Nat'l Bk. Bldg., SPOKANE 8, WASH. 


PINE SPECIALISTS 
Riverside 4335 
Duncan Lumber Co., Inc. 
White Bldg., Seattle | 
Specializing in dimension. and boards. 


Edward J. Sherman Lumber Sales 


Board of Trade Building 
Portland 4, Oregon 


Morrill & Sturgeon 


Lumber Co. = asdone 
Yeon Bidg., Portland, Ore. 


Pacific National Sales Co. 


West Coast Lumber 
Charles B. Hurley, Pres. 


P. O. Box 1587, Tacoma 1, Wash. 
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Board Institute, “What’s Ahead for 
Insulation Board”; T. B. King, 
Veterans Administration, “The GI 
Building Program.” 

H. R. (Cotton) Northup, secre- 
tary-manager, NRLDA, will be a 
speaker on the second morning. 
Election of officers will be held in 
the afternoon and the annual ban- 
quet at 6:30 in the evening. 


LUMBER EXPORTS 
Lumber experts under. ERP will 
not increase greatly over 1947 


LUMBER EXPORTS under the 
European Recovery Program will 
not greatly exceed the rate of ex- 
port reached during the middle of 
1947, according to the Lumber In- 
dustry Report issued by the Forest 
Products Section of the Office of 
Domestic Commerce, Department 
of Commerce. 

The report showed that total 
United States exports of lumber 
to all parts of the world averaged 
around 400 million board feet a 
quarter for the middle two quarters 
of 1947. 

“It is recognized,” according to 
the report,” among those responsi- 
ble for export controls that a major 
problem will be the reconciliation 
of the such needs—in terms of 
species, grades and specifications— 
with the domestic supply situation. 
The objective must be to meet the 
requirements in effectively usable 
form but with the minimum of in- 
terference with significant domes- 
tic needs.” 


PEAK REACHED 
Building material production 
will not increase greatly 
ACCORDING to estimates of the 
Construction Industry Information 
Committee production of basic ma- 
terials for the construction indus- 
try will not increase materially in 
1948. 
Where 


lumber production in- 


creased 30.3 percent in the period 
of 1945 to 1947, the committee 
looks for an increase in 1948 of 
3.7 to 5.1 percent. Hardwood 
flooring production, which showed 
an increase of 143.6 percent from 
1945 to 1947, will rise only about 
1.9 percent in 1948. Softwood 
plywood production will do slightly 
better with a 6 percent increase 
this year as compared to the past 
period. 

Gypsum board is expected to 
make the best 1948 increase with 
14.1 percent. Gypsum lath can 
be expected to increase 14 percent 
as compared with 178.3 percent in- 
crease in the 1945 to 1947 period. 

Production of most other basic 
building materials will reach an in- 
crease of 4 to 5 percent at best. 





NEW HOO-HOO CHAPTER 


ROSS KINKAID, A. A. Aves 
Millworking Co., Yakima, was 
elected president of the new Yak- 
ima, Wash. chapter of Hoo-Hoo at 
an organizational meeting held in 
the Circus Inn on May 1. Merle 
Billington was named vice president 
and Charles Riemcke was elected 
secretary-treasurer. 

Members of the board of direc- 
tors are Carl Bishop, Jr., Richard 
Morsen, Paul Davis, Fred Young, 
George Bennett, Del Paulson and 
Messrs. Kinkaid, Riemcke and Bill- 
ington. 

Thirty-five Yakima and Yakima 





PORTLAND Cement association's new research and development laboratory is planned to 
occupy a site in Skokie, Ill., 15 miles from Chicago, and is shown here in model. It will 
contain specialized laboratories and a variety of equipment. 
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THE MOST OUTSTANDING 


FLAT WALL 





COATING 


EVER DEVELOPED! 


Professional painters and amateurs 
alike tell us that American Flat Wall 
is the best flat wall coating they’ve 
ever used! It’s exceptionally smooth, 
dries entirely free of brush marks to 
a velvet-soft texture that takes re- 
peated washings. American Flat 
Wall is self-sealing—covers wall 
board, Masonite and similar materi- 
als perfectly in one coat. 


This heavy bodied yet free flowing 
oil-base paint gives an unusually rich 


Boost Your Profits With This Remarkable Paint 


finish completely free of glare. It’s 
ideal for living rooms, dining rooms, 
bedrooms, etc. 


Steady Profit Maker 


American Flat Wall brings you year 
‘round profits because of its big re- 
peat sales. Once your customers use 
it, they won’t be satisfied with any- 
thing else! Available now in white 
and eight pastel shades. Complete 
information and color card sent on 
request. Write us today! 





Any AMERICAN dealer wifl,:tell_ you it 
pays to feature the complete [ine of finer 
AMERICAN Paints and Varnishes. May we 
serve you? Your inquires are invited. 











1126-1140 N. North Branch St., Chicago 22, Illinois 


Manufacturers of varnishes—paints—stains—lacquers—synthetic 
enamels — cello film— soldering flux and special coatings. 





Valley lumbermen attended the 
meeting which was addressed by 
Snark of the Universe Ray Saber- 
son, St. Paul, Minn. International 
Secretary Ben Springer was also 
present along with W. C. Bell, sec- 
retary-manager of the Western Re- 
tail Lumbermen’s Association. 


WHOLESALE MEETING 
National American Wholesale 
lumber annual in June }-2, 

THE 56th annual meeting of the 
National-American Wholesale Lum- 
ber Association will be held at the 
Edgewater Beach Hotel, Chicago, 
June 1-2. 

Congressman Everett M. Dirksen 
will speak on “The Challenge of the 
American Businessman” at the ban- 
quet. Stanley Horn, Nashville, edi- 
tor of Southern Lumberman, will 
to toastmaster. 

Principal speakers at the busi- 
ness sessions will include C. H. 
Kreienbaum, president, Simpson 
Logging Co., Shelton, Wash.; Nor- 
man P. Mason, president, National 
Retail Lumber Dealers Association, 
who will speak on “Whose Respon- 
sibility?”; George M. Fuller, vice 
president, National Lumber Manu- 
facturers Association, who will talk 
on the subject, “How Congress 
Looks at Lumber.” Directors will 
be elected at the first session of the 
annual meeting. 


John W. Pease Named Head, 


IKE 


HEN you add Red Brand fence to your line, 


you add sales power to your store. Red Brand Prefab Home Manufacturers 
fence brings more good customers to you . . . pros- John W. Pease, treasurer, Pease 


f h f h Woodwork company, Cincinnati, 
perous farmers who are top prospects for your other was elected president of Prefabri- 


products as well. cated Home Manufacturers’ insti- 
, tute at the group’s recent meeting. 
Yes, you are ahead three ways with Red Brand: 


He succeeds Austin Drewry, New 
Albany, Ind. 
1. You sell =are fence. : Hart Anderson, Page and Hill 
2. You add selling prestige to your store. company, Minneapolis, was elected 
3. You attract more top-ranking customers for pone ee ee har 
your other products. tion, Lafayette, Ind., was named 
secretary-treasurer. 


These important advantages count Two Lumber Firms Receive 


: Brand Names Certificate 
for increased sales power to dealers Soo “al Gian Gene ene 


who handle Red Brand fence. in the wood products field were 
among 78 which received the Brand 
Names foundation’s Certificates of 
KEYSTONE STEEL & WIRE CO. pvecag a in Wisconsin on 
pri ‘ 
The citations, made to brand 
names which have served the Amer- 


ra’ ; oe ican consumer for 50 consecutive 
BRAND Fence years or more, were present to Holt, 
4“ sae which has identified lumber and 


flooring made by Holt Lumber 
company, Oconto, Wis., since 1888; 
and to Roddiscraft, which has iden- 
tified doors made by Roddis Lum- 
ber and Veneer company, Marsh- 
field, Wis., since 1893. 


PEORIA 7, ILLINOIS 
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READY TO DO A JOB 


JERE’S a close-up of Armstrong’s new Tem- 
lok* Insulation Board. Now that Arm- 
strong’s new fiberboard plant is in operation, more 
and more of this new board will be available— 
ready to do a job for builders and home owners. 


The new Temlok Insulation Board has many 
outstanding features. It is readily worked with 
ordinary tools. It saws cleanly. Since Temlok has 
no directional grain, it can’t split, chip, or splinter. 
It’s light in color, too—about the shade of un- 
finished white pine. Temlok Insulation Board comes 
in both natural board and painted Light Ivory 
finish. Even the natural board makes an attractive 
wall when left unpainted, and its textured surface 
can be painted like wood or plaster with either oil 
or water-mixed paints. 


This picture can’t show you some of the best 
things about the new Temlok. You can’t see, for 
instance, the extra-long fibers that give it great 
extra strength. And another “invisible feature’’ is 
its high resistance to moisture. Temlok is light in 
weight, easy to handle. Your customers will like 
its ruggedness and flexibility. And it’s sure to 
give them a stronger, better looking job. 


Ask your wholesaler about Armstrong’s Temlok 
Insulation Board and the other fine products in 
the Armstrong Building Materials Line. 
Armstrong Cork Company, Building Ma- 
terials Div., 4705 Ross St., Lancaster, Pa. 











Sil ve 
. we t . ae 
it. = Sia 
Ss > nas ae , 
.. ‘ sa 
me, “ oom, re 











THORN ALUMINUM 
WINDOWS ARE: 


priced for the most 
modest —— built for 
the most luxurious. 


SEND FOR FULL SIZE ERECTION DETAILS & 
“THORN PRODUCTS FOR THE HOME” 


J.S.THORN COMPANY PHILADELPHIA 32 PENNA 




















wa EDITORS 


AL&BPM Reader for 60 Years 

To the Editor: About a year ago I had some cor- 
respondence with you in regard to about a million 
feet of maple, beech and birch that I own in Mackinac 
county, Mich. I had in mind, and still have, an idea 
of cutting this timber this coming summer and it 
could be delivered on car at either Cheboygan, Mich., 
or St. Ignace, Mich. Have ‘looked the Lumberman 
over carefully for wholesale market prices on this 
class of lumber but do not find them. I think when | 
wrote you before, you sent me a chart telling me 
what I could get for it on car at these points. This 
is a very fine lot of timber; long and straight and free 
from defects. The birch is good size and long bodied 
and the maple is also very fine and predominates. It 
does not run heavy to beech. There are also some very 
fine cedar poles on this land. 

It might be possible that if I put in a mill I could 
round up quite a little more of this class of timber. 
I would also like to know if there is any difference in 
price between white birch and red birch. 

I have been in the lumber business a great many 
years, but now on account of age, I am not very active 
and I would greatly appreciate any information you 
can give me on this matter. I have taken the American 
Lumberman & Building Products Merchandiser for 
close to 60 years.—H. B. FRANKS, Hardwood Lum- 
ber, Delta, Ohio. 





Model House for Boys Town 
To the Editors: Some of the boys in our wood shop 
have noticed a model house kit in the AL&BPM 
magazine, page 26 of the February 28 issue. The 
model kit sells for $12.50. Since these boys work on 
Saturdays and after school and are able to make from 
five to 10 cents per hour doing extra work, they will 
save their money for the purchase of this house. 
In the meantime, would it be possible for you to 
send the kit to me so that they can begin work on it 
immediately? I will assume the responsibility of col- 
lecting and forwarding the $12.50 when the boys 
have earned that amount.—PETER F. MULREADY, 
director of vocational training, Boys Town, Neb. 
We have long followed with considerable 
interest the good work that your organization 
has been doing and we are sending you the 
house kit you requested. We are attaching 
our invoice of $9 rather than $12.50 and we will 


look for payment whenever the boys have 
collected enough to cover.—The Editors. 


German Lumberman Wants Correspondent 

To the Editors: Excuse me troubling you, but I 
would like to ask you to read these few lines of 
application. 

I am a lumber expert and worked for approximately 
18 months as PW—interpreter with the U. S. Army. 
During the time of my captivity I believe I’ve learned 
to speak and write English fairly well. Now I would 
like to complete my knowledge of English and the 
base of writing to an American gentleman who would 
be willing to write to a German. As I am a lumber 
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Most popular ASBESTOS roof shingle 


Johns-Manville has ever developed! 


NEW AMERICAN COLONIAL DESIGN: Distinc- 
tively beautiful, wins instant approval. Has a slightly 
staggered horizontal shadow line and deep-grained 
texture. Available in several pleasing colors. Blends 
perfectly with any style of architecture. 


SELF-ALIGNING, SELF-SPACING: You don’t need 
chalk lines. Each strip covers a large area . . . speeds ap- 
plication. Only 80 pieces required per square . . . only 











4 nails per shingle in pre-punched holes. 
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American Colonials meet the 
construction standards of 


4h 
ANN 


FIREPROOF, ROTPROOF, WEATHERPROOF: Made 
from two practically indestructible materials—asbestos 
and cement. Thousands of J-M asbestos shingles have 
been in service over 35 years. Not one has ever burned 
or worn out! No signs they won’t last another 35 years 
or more! 


SEND FOR THIS FREE BROCHURE: Ir 


tells the full story of this outstanding is 


development . . . shows many beautiful ere, | 


roofs in accurate full-color. Ask for 
brochure No. AS-85A. Address: 
Johns-Manville, Box 290, New 
York 16, New York. 





t AL Industry-Engineered Homes 
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1-2-and 3-PANEL 


Ponderosa Pine Doors, top 
grade, now available in 
standard sizes. These sturdy, 
well-built door units are 
made from dry lumber and 
are uniform in quality. A 
very serviceable stock door, 
manufactured in strict ac- 
cordance with U.S. stand- 
ards. Order today—in any 
quantity! 


Caikland 


MAILING ADDRESS: 


IN CARLOAD LOTS! 


1212 










TODAY! 


19TH ST. 


OAKLAND 7, CALIFORNIA 





LETTERS 





expert I have chosen your esteemed publishing house 
to write to, hoping you might be so kind, if it is pos- 
sible for you, to mediate a pen friendship between two 
foreign colleagues of the lumber industry, so they 
might discuss matters and exchange special news- 
papers dealing with articles of the lumber economy. 
I am a married man of 35 years of age and interested 
in various subjects (stamp collecting) etc. 

I venture to hope you will take my application into 
consideration. Yours sincerely, Edward Haessler, 
1 I Claus Groth Str., (24a) Lubeck, Schleswig-Hol- 
stein, British Zone, Germany. 

This letter is published here in the hope 
some reader will be interested in correspond- 
ing with this writer. It is contacts such as 
these, correspondence between those with 
something in common, that promotes good in- 
ternational relations and a better understand- 
ing.—The Editors. 


Eye-Catching Advertising 

To the Editors: I am enclosing a copy of an adver- 
tisement titled Rucker has Hard-to-Get Building 
Items from A to Z, which sieaneniieesdteadenen 


appeared in the real estate BUILDING ITEMS 





section of the Washington poratgnlie 
Ster.... 

This advertisement 
brought us much favorable ia be 
comment from builders and | ~.. tind Ok 349 
also considerable business. | Cis '.o%s: : 
We thought we would pass ce 
this on to you to publish in 
your magazine, if you de- 
sire. 

The idea for this adver- 
tisement came from Mr. 
Julius Wolf, vice president 
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oe ence Z— Lippy” Service 
“Come and Visit Our Yard and Mill” 


RUCKER LUMBER CO. 











of our company, and we _ | 1320 Wilson Biv. Coates ane 
think it is quite original— L]=*"" oo cea 
ELEANOR MULLARKEY, advertising manager, 


Rucker Lumber company Inc., Arlington, Va. 


Importance of Distribution 

To the Editor: Thank you very much for forward- 
ing copies of recent editorials and speeches which 
you have done on the subjects related to “Distribu- 
tion and High Employment.” 

You have certainly crammed a great deal of solid 
and sound experience and reasoning into these presen- 
tations. You can be sure they will be very helpful to 
our committee in going about our small part of the 
tremendous job which faces all of us—creating bet- 
ter understanding of the importance of distribution 
to the economic climate of our times. 

The emphasis you place on the dynamic aspects of 
distribution is especially impressive and it seems to 
me this concept needs to be driven home to many 0! 
our theorists who do so much writing and _ talking 
today. 

Your courage in pointing out some of the avenues 
of progress open to the Management Capital Group is 
very commendable. We could use a lot more of this 


along with the standard human relations material di- 


rected at workers and the public—CHARLES M. 
ISAAC, manager, Domestic Distribution department. 


Chamber of Commerce of the United States of Amer- 


ica, Washington D. C. 


May 8, 1948, AMERICAN LUMBERMAN © 





B 


louse 
pOs- 
1 two 
they 
lews- 
omy. 
ested 


into 
ssler, 


-Hol- 


1ver- 
ding 


—_— —— 


MS 





' 
0660 
wut 
4 


—___ 


ager, 


vard- 
vhich 
ribu- 


solid 
esen- 
ul to 
f the 
bet- 
ution 


ts of 
as to 
ly ol 
king 


NUeS 
up is 
this 
al di- 
5 M. 
neni, 
mert- 





WAS TIN GION 


T-E-W BILL has passed the Senate in a form that 


carries the much opposed public-housing section. 
This version also includes a rural housing program; 
an authorization for the RFC to resume buying Gl 
and FHA mortgages; a provision for technical re- 
search; an extension of the FHA loan insurance pro- 
gram; and a slum-clearance plan that would offer 
loans and grants to aid communities in buying and 
clearing land in blighted areas. 


HOUSE ACTION on the bill is, at this writing, un- 


certain; but the Banking committee is holding hear- 
ings, and Chairman Wolcott has predicted that some 
kind of housing law will be enacted at this session 
of Congress. The House committee may report a 
bill without public-housing provisions. There's sure 
to be some hard fights over this controversial sec- 
tion; either in committee, on the floor or.in confer- 
ence. 


THIS INDUSTRY OPPOSES T-E-W, as you know. 


The Wall Street Journal calls it ‘‘an alarming hous- 
ing bill.” The Journal says that a huge quantity 
of low-interest mortgages, while aiding the direct 
beneficiaries, would by inflationary methods raise 
the cost of housing for everybody else. Also, the bill 
proposes subsidy and guaranty commitments for 40 
years to deal with conditions likely to be temporary. 


NEW EMPLOYMENT HIGH predicted by the Bu- 


reau of Labor Statistics. The figure this summer is 
expected to pass last year’s record of 60 million 
workers. Non-farm employment is up about a mil- 
lion, as compared with ‘47. These are about a mil- 
lion more veterans and 800,000 more women em- 
ployed than a year ago. Veterans in “substantial 
numbers” are finishing school and appearing in the 
employment field. 
CONSTRUCTION INDUSTRY, with the opening of 
the building season, reported employes numbering 
660,000; wh h is 125,000 more than the cor- 
responding period in 1947. This, says BLS, probably 
ndicates “a very active construction season.” Dur- 
ole goods manufacture generally shows an in- 
ease in employment; but soft-goods industries 
em to have met the expected seasonal decline. 


BUILDING this year is expected to equal or sur- 


iss last year’s figures. The industry is more cau- 
us than the government in making current esti- 
ites. There were about 850,000 starts in the new- 
using-unit field in ‘47. Government estimates for 
range from 900,000 to 950,000 starts, depending 
the agency making the guess. The industry 
uld settle for 875,000, which is still quite a lot of 
ises. 
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HEAVY CONSTRUCTION ESTIMATES remain 


about as they have been. Office building and stores 
are expected to beat last year by about 20 percent. 
Factory construction is supposed to be past the 
peak and to decline a little, this year. These struc- 
tures seemed all to get built at once; are now being 
tooled up. Industrial capital investment, as of now, 
is going into machinery. Pretty big figures. 


MORE RENTAL HOUSING is expected this year; 


due to liberalized rent controls, which is making 
quite a difference in construction plans. Also 
the FHA looks more charitably upon rental units. 
Reports indicate that the quality of building material 
is improving; for example, heart wood for window 
and door frames. In general, a better flow of mate- 
rials. But that’s no guaranty. You may get stuck, 
locally, by a shortage in any line. 


MATERIAL PRICES ARE UP, for the most part, 


and are likely to stay up. Wages pretty high, some 
lines of skill hard to find. Housing costs will hang 
around last year’s levels. A feeling among local 
worry warts that houses may take some selling, 
next fall. Every time a determined new owner moves 
into his new quarters, the buying pressure abates. 
Markets so far have been dominated by bullheaded 
customers. 


THE NRLDA has received a highly deserved cita- 


tion, from the American Trade Association Execu- 
tives, for the Engineered House. The ATAE recog- 
nizes in this way outstanding association achieve- 
ments; projects that have made major contributions, 
each in its own field. The Engineered House, done 
on the modular principle, won the award for the 
NRLDA. This house is receiving national acclaim. 


FIXING CEMENT PRICES by the Cement Insti- 


tute has been ruled out by the Supreme Court. One 
of those almost interminable cases. Ten years after 
the Federal Trade Commission initiated the case, a 
Circuit Court of Appeals set aside the FTC order. 
Now the Supreme Court has affirmed the order, out- 
lawing the method of setting prices by fixing a 
basing-point price and adding to it the cost of the 
freight. 


A DEFENSE ECONOMY of a sort seems at hand 


with Congress ready to vote a bigger air force than 
the Secretary of Defense had asked. This may be a 
desire on the part of Congress to postpone or even 
to avoid voting universal military training, since 
UMT is generally unpopular with the public. Ex- 
pected defense expenditures will underwrite the 
continuing boom, at least to some extent. 
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ALCOA ALUMINUM ROOFING SHEET 


GIVES YEARS OF TROUBLE-FREE SERVICE 


In every kind of weather, in every part 
of the country, on all types of farm 
buildings—Alcoa Roofing Sheet is proving 
itself the ideal farm roofing. 

Farmers everywhere are asking for 
more Alcoa Aluminum Roofing; asking 


for more information on how to put it 


on for best results and extra long life. 


All the 


UNDAMAGED 
BY HURRICANE 


Alcoa servicemen, 
following inthe woke 
of tropical storms, 
found that Alcoa 
Roofing Sheet, prop- 
erly applied, has 
withstood winds of 
hurricane velocity. 
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information you need, complete 


STURDY 
ALCOA ROOFING 
Heavy snow loads, 
freezing cold do not 


affect the protective . 


qualities of Alcoa 


Roofing Sheet. Use it. 


for all types of farm 


= beildings “in” every 
climate, i 


with detailed sketches, now is available 
in two new Alcoa service publications . . . 
a handy pocket-size folder and a large 
easy-to-read wall chart. 

Write for copies of the Alcoa Roofing in- 
struction folder and wall chart today. They 
are free for the asking. A service of [ALCOA 
ALUMINUM COMPANY OF AMERICA, ee 
1723 Gulf Bldg., Pittsburgh 19, Penna. 


BE SURE TO 
PUT IT ON RIGHT 
For extra long life, 
be sure your Alcoa 
. Aluminum roof is put 
on right. Follow the 
instrdctions given in 
the folder packed 
in every buadle of 
_ Alcoa Reofing Sheet. 
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LIQUIDATION A'LA MODE 


It's your money they're spending to destroy you! 


The bureaucrats behind the iron curtain have a 
pleasant little technique of making those they are 
about to shoot dig their own graves before being 
liquidated. It saves such a lot of fuss and bother. 


This was brought forcibly to mind during a de- 
hate on the T-E-W bill on station WTMJ at Mil- 
waukee, Sunday, May 2nd, when a public housing 
exponent (on the public pay roll, of course) arguing 
for the construction of 500,000 small houses by the 
U. S. government for low income groups, said plain- 
tively, “why should private enterprise complain 
about this section of the bill—these houses will be 
constructed by private enterprise from the materials 
of private enterprise—the only one eliminated is the 
entrepreneur!”” (The middle-man dealer.) 


If you don’t want to dig your own grave, now is 
the time to act. Every dealer should not write, not 
wire, but telephone your congressman and make 
these points against the Public Housing clause in 
the T-E-W bill. 


1. Public housing is a local problem which should 
be handled by local and state governments instead 
of the National government. Our national debt is now 
$1,764 per capita and the average state debt is only 
$16.51 per capita. Every moral, economic and human 
consideration forces the conclusion that this problem 
should be left to the local and state governments. 


2. Not one additional foot of material, not one 
additional hour of labor, not one additional housing 
unit will be built because of the passage of this bill. 
Private enterprise in the building industry is using 
every bit of available material and every unit of 
available construction man power, and is construc- 
ting better than 85 percent of homes for low and 
moderate income brackets. Government entry into 
the construction of small homes at this time would 
simply bid up the cost of both labor and materials 
and cost the tax payers up to 60 percent more than 
a direct subsidy to low income groups. 


BUILDING Propucts MERCHANDISER 


3. At the rate small home building by private 
enterprise is growing, we will be building before the 
end of this year at the rate of 144 million houses a 
year which even the public housers admit is the 
limit of our need. More than four times as many 
small homes were completed under the FHA plan 
in the first quarter of this year than the same period 
last year. 


4. The T-E-W bill does not attack one single weak- 
ness of the building industry such as featherbedding, 
make work, archaic codes and collusions of contrac- 
tors and unions—but the bill tends to perpetuate, 
aid and abet and increase the scope of these evils. 


5. Because the extension of Title VI and other 
mortgage insurance clauses of the T-E-W bill are 
badly needed in the public interest, it is the strategy 
of the socialistic public housing lobby to force the 
passage of the omnibus bill with its vicious socialistic 
clauses (the word non-profit is mentioned a score 
of times in the bill) on an all or nothing basis. 


If you agree, why not point out to your congress- 
man that, badly needed as these insurance features 
are, you would rather have no bill at all than to 
accept this entering wedge of socialism—the building 
of a half million homes by the U. S. Government. 


Remember, it is your money they are spending 
to destroy you, and act now! 


EDITOR 
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Think of it! Two out of every three American homes have 
cracked walls and ceilings. And almost half of these damaged 
homes need repair now! * 


It’s a golden market—-ready-made for you and your con- 
tractors. Carpenters are starting to install Upson Ceilings again. 
Upson Kuver-Krak Panels are just what they need—for crack- 
proof ceilings of enduring beauty. 


You can sell Upson Fasteners, too, along with nails, mouldings 
and paint you carry in stock. Get started now. To insure proper 
application— include a new Upson Direction Sheet with each sale. 

Check your stocks—call your Upson jobber or write us direct. 


“American Home Magazine Survey. 
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THE UPSON COMPANY, Lockport, New York 


Pacemaker in Crackproof Panels for 35 years. 6 Ply Strong Bilt—for new construction $ 5 ply 
Kuver-Krak—for re-covering cracked plaster * 5 ply Dubl-Thik Fibre Tile—for baths and kitchens 
4 ply Upson Panels-—for general use * 3 ply Easy Curve Board—for displays and industrigl uses 
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As Compiled by American Lumberman & Building Products Merchandiser 


Percent Change from 
Source Month a Previous Year 
Business or Economic Measure of Data Latest Month Previous Month Year Ago Month Ago 
CONSTRUCTION ACTIVITY 
ih Permanent dwelling units stated (nonfarm) ...BLS 67,000 3-48 47,000 2-48 58,400 + 42.6 +14.7 
— Construction expenditures (millions of dollars) .... 
=) Total new construction BLS-Com. 1,088 3-48 *926 2-48 826 +17.5 “SL 
Py Residential building (nonfarm) 456 3-48 *378 309 +20.6 +47.6 
Nonresidential building (nonfarm) 337 =. 3-48 *319 283 +5.6 +19.1 
Farm construction 23 = 3-48 14 y 20 +64.3 +15.0 
All other new construction 272 3-48 *Z10 214 +26.5 +27.1 
Employment in contract construction industry (thou- 
sands of workers) BLS 1,660 3-48 *1,565 1,534 +6.1 +8.2 
y BUILDING TRADES APPRENTICES 
ss All building trades 124,294 3-48 114,882 95,314 +8.2 +30.4 
Woodworking trades 44,721 3-48 40,900 36,562 +9.3 +22.3 
Trowel trades 17,063 3-48 16,274 12,266 +4.8 +39.1 
Electrical trades 18,163 3-48 17,051 14,436 +6.5 +25.8 
Pipe trades 19,321 3-48 17,519 : 13,966 +10.3 +38.3 
Other building trades 25,026 3-48 23,138 18,084 +8.2 +38.4 
PRICES AND COSTS 
S Residential building cost index 20 cities 
7 


(1926-29—100) 213.8 2-48 213.2 190.5 +0.3 +12.2 
Average hourly earnings in private building 


construction $1.809 2-48 *$1.781 $1.598 +1.6 +13.2 
Wholesale prices index, all commodities 


(1926—100) 161.4 3-48 *160.8 149.5 +0.4 +8.0 
Wholesale price index, all building materials 
(1926=100) 193.0 3-48 192.5 2-48 177.5 +0.3 +8.7 
Prices paid by farmers for building materials for 
house (1910-14—100) BAE 388.0 3-48 378.0 12-47 347.0 +2.6 +11.8 
Prices paid by farmers for building materials for 
other structures (1910-14=100) BA 348.0 3-48 340.0 12-47 323.0 42.4 
Wholesale price index lumber (1926=100) .... 304.0 3-48 303.8 2-48 269.3 +0.1 
Wholesale price index lumber (1926=100) .... 366.9 3-48 367.1 2-48 337.0 —0.1 
Wholesale price index lumber, uppers 
(1926—100) 315.6 3-48 308.3 2-48 247.1 +2.4 
Wholesale price index, steel 
(1926=100) 155.8 3-48 149.4 2-48 127.7 +43 
Wholesale price index, cement 
(1926—100) 127.4 3-48 127.2 2-48 112.3 +-().2 
Purchasing power of the dollar, wholesale 
(1926=$1.00) $0.620 3-48 $0.622 2-48 $0.669 0.3 
Prices received by farmers 
(1909-14—100) 283.0 3-48 *279.0 2-48 280.0 
Consumers’ price index (1935-39=100) 166.9 3-48 167.5 2-48 156.3 0.4 
Retail food price index . 
‘> (1935-39=100) 202.3 3-48 204.7 2-48 189.5 12 
— “ieee ween 196.3 3-48 195.1 2-48 184.3 +0.6 
Residential rent index (1935-39=100) 116.3 3-48 116.0 2-48 109.0 +0.3 
LOING ‘ENERAL BUSINESS MEASURES 
Retail dept. store sales index 


(1935-39=100) : 285.0 3-48 283.0 2-48 272.0 +0.7 
——— Industrial production index 
< &, (1935-39=100) 192.0 3-48 194.0 2-48 
= — Nonagricultural employment (thousands 


of workers) 139.0 2-48 145.0 1-48 142.0 —4,1 
DING Consumer installment credit (millions 
of dollars) 43,004 3-48 *42 683 2-48 42,043 +0.8 
Freight carloading index 


: (1935-39—100) 6,240 2-48 6,176 1-48 4,156 +1.0 


190.0 —1.0 


Loans of reporting member banks 
(millions of dollars) 23,472 3-48 23,460 2-48 19,694 +0.1 
Bond yield, corporate high grade , 2.81 3-48 2.84 2-48 2.49 —1.1 +12.9 


BAE: Bureau of Agricultural Economics, U. S. Dept. of 
*Revised since “— Agriculture 
3 mentanet Sepee Seek Siete, Com: Office of Domestic Commerce, U. S. Dept. of Commerce 
RNER Be eee eee: — FRB: Federal Reserve Board. 
5S: Bureau of Labor Statistics, U. S. Dept. of Labor ——_—_ 
SLS-Com: Joint estimate of Bureau of Labor Statistics and 1Boeckh indexes are released monthly for 10 types of 


Office of Domestic Commerce, U. S. Dept. of Commerce construction in each of 39 areas, prepared on the basis of 
# ATS: Apprentice Training Service, U. S. Dept. of Labor studies of actual building costs, and from current local data. 
Boeckh: BE. H. Boeckh and Associates; used by special per- 2Prepared for AL&BPM from Bureau of Labor Statistics 

York mission. data, but these are not official BLS indexes. 
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In Jackson, Tenn., Master Merchants Tomlin and Pollard have attracted national 
attention with a minimum home designed and built for people of low income. 


BUILDING A $3,000 HOME 


Cover* 


HAT A DETERMINED lumber firm can do to 

meet the demand for housing in the low-cost 
field is being demonstrated in Jackson, Tenn. (pop. 
32,500), where the Five Points Lumber company has 
attracted nation-wide attention by building homes in 
the $3,000 to $4,000 range. 

This program recently caused Arthur H. Frentz, 
assistant FHA commissioner, to comment: 

“We think this is just about the best house being 
produced at this low cost in the country today.” 

The Five Points Lumber company executives who 
are promoting this program so successfully are Hew- 
itt P. Tomlin, vice president and general manager who 
has been associated with the company for 17 years, 
and Tom T. Pollard, head of the home planning serv- 
ice who keeps in close personal touch with every pro- 
ject. 

Because of their successful program designed to 
serve the home owner of low income, Messrs. Tomlin 
and Pollard rightfully deserve the AL&BPM designa- 
tion, Master Merchants of the Light Construction In- 
dustry. 

NO SPECULATIVE BUILDING 

FIVE Points started its low-cost home building pro- 
gram last fall to meet the obvious demand for a home 
selling for around $3,000. Since that time the com- 
pany has completed 50 houses and has 12 houses under 
construction. None of these houses are sold to specu- 


*Hewitt P. Tomlin confers with Tom P. Pollard. 
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lative ‘builders. Every house is sold before the foun- 
dation is laid. 

Mr. Pollard visits every new home job once a week. 
He is justifiably proud of the job Five Points is do- 
ing. Most building products merchants would feel 
pretty good to know that a war veteran with three 
children is now living in a four-room house for which 
he is paying only $22.95 per month when the mans’ 
previous rent was $35 per month for an attic room. 
Mr. Pollard can recite other similar cases. 

Only one of the Five Points’ low-cost home has been 
resold since the project started. Originally built for 
$3,444, this particular house was occupied for one 
week and then sold for $5,550. The original purchaser 
then asked Five Points to build an $8,000 house, but 
the request was rejected since the company will not 
sell to a buyer who fails to occupy the house. 

Five plans are available to the prospective home 
owner. Two plans place the kitchen in the front 
of the house; others have the kitchen in the rear. The 
most popular plan places the two bedrooms on the 
right hand side and the kitchen in the rear. 

Exclusive of lot, the price of this basic home ranges 
from $3,000 to $3,850. The cost breakdown of this 
minimum home is shown with this article; also the 
extras which any home owner can add. 


BASIC MODEL 


THE basic model is a two-bedroom house (28x24) 
with kitchen, bath and living room; dry wall con- 
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struction is employed almost exclusively; interior 
walls are either painted with water paint or papered; 
exterior walls and interior trim are given two coats 
of paint; the kitchen is equipped with sink and cup- 
boards; the bath has a shower, commode and lavatory ; 
flooring is pine. Six electrical wall outlets are provided 
at the minimum price. 

Kiln dried lumber is used throughout the house. 
About 50 percent are built on concrete block and an 
equal number on brick foundations. The minimum 
home is without skirting or a heating system and is 
minus a hot water heater. The bath is provided with 
a shower stall instead of a tub. For small additional 
charges the purchases can have double floors, light 
fixtures, insulated walls and roof, floor furnace and 
other features. 

About 10 percent of the homes have been sold for 
cash. All of them are built to meet Title I Class III 
FHA mortgage requirements. The lots on which the 
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MASTER MERCHANTS OF THE LIGHT \ 
CONSTRUCTION INDUSTRY 

One of the Nation's outstanding buildi ts re. 
Gotten be Sectgned te coch tone Wt ie oolieoton The 
editors of American & Building Products 
Merchandiser believe these articles will be @ source of 
practical business ideas and inspiration te other retailers 
in the industry. top-flight merchants will be fee- 

in the series, © i large mumber of 
them meet the exacting requirements so thet it will tele 
many months to cover them all. 
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ECONOMIES for the home owner are effected 

by making all doors and windows standard 

. sizes. The buyer can build his home far be- 

yond the minimum standard by adding many 
of the features that are available. — 


minimum homes are built are widely scattered. The 
price of the lots, all of which are owned by the re- 
spective home builder, range from $350 to $850. In 
size the lots average 50x125. More than 90 percent of 
the homes have been built for Gls. 

Five Points plans to build 200 of these low-cost 
homes this year to sell at an average price of $3350. 


HANDLING THE APPLICANT 
EVERY applicant for a low-cost home is inter- 
viewed by Mr. Pollard, who determines the eligibility 
of the prospect. Mr. Pollard himself writes up the 
specifications, then passes the applicant along to Mrs. 
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TWO of the five house plans, all a variation of the same basic design, which are available to the 
home seeker. 
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PRICE m DATE. ____ 1947 | 
_ SPECT FICATIOUS, | 

R___ Typical Title I Class ITJ..FHA Loan | 
CONTRACTOR ___ 


FOOTINGS UN i he a a 
FOUNDATION Brick piers and curtain wal) 
































FLOOR JOIST -— so a wh" Oc. JL. i 
STUDS sas ae eed am? 60, £2.28 
CLILIMG JoIsT 2: 6 8 _2eowe. gre 
RAFTERS = if *%evoc., ¢7 2 * 
OUTSIDE WALLS_.__ #2, —~-YP 1x8 #105 Siding 
| INGIDE WALLS 4 x 8 - 3/8" Sheetrock | 
a Brick flue’ | Ag ee 
DOORS ouTstpzl/2 Glass 1-3/8 rstpz_2 panel 
| WINDOWS _____Double Hung C.R, i 
| TRIM "C" YP 34" Midge " Casing "Cn" YP 42" ReEe "Base 
| PLUMBING Shower, Commode, Kitchen Sink 
WIRING _____Drop cord and base receptacle in each room 





| DECORATING Outside- 2 coats Sherwin-Williams 0.S. White 


‘Kemtone Walls a and ceilings 
Inside - Woodwork-2.¢ ne 


FLOORS #1 — =o Finish_Natural Ss 
HEATING _.In most instances by owner - Oil or coal circulator 





PORCHES _.. Concrete as shown. 

MISC, __. Roof 210f Strip Shingles over 1 x & #2 Decking, _ 
Owner, in 60% of loans, will pay additional for hot 
and cold water, tub in place of shower, and lavatory 











and underpin house. 











J. M. Comer, who by reason of her 10 years of experi- 
ence in the Guaranty Mortgage company, Nashville, 
is well qualified to handle loan applications. Mrs. 
Comer sends the papers down to the First National 
bank, where Miss Claribel Key, assistant cashier and 
head of the mortgage department and Lawrence Tay- 
lor, vice president, make the final decision. 


Since Dec. 14, 1947, this bank has made 49 Title I 








PICTURE windows such as this one are turned out in the millwork 
plant. Henry G. Douglas, shop foreman, left, and C. F. Gaba, 
cabinet worker are the employees. 


Class III loans and has 10 pending. Ordinarily the 
papers are processed and returned to Five Points 
within two days with a brief note somewhat as fol- 
lows: 


“We agree to make a loan of $3,000 to ——————_- 
upon completion of residence as per plans and speci- 
fications submitted to us with application.” 


Then follows a land title check by the company’s 
attorney. Within three days after the home owner 
files application, the contractor usually is ready to 
start pouring footings. Six weeks is the average 
building time. Five Points insures the property for 
its full value for the full construction period at no 
cost to the home owner. 

The Five Points Lumber company has had the ac- 
tive cooperation of 10 contractors, although four of 
the city’s best builders get most of the business. Two 
of these contractors are kept busy most of the time. 
Contractors engaged in ‘building these minimum 
homes are relatively small operators insofar as_ per- 








OFFICE personnel, left, are J. J. Garrison, credit manager; Mrs. Blanche Ramer, clerk; Joe Laney, sales; 

Harry Cheatham, shipping and sales; J. N. Swanson, assistant manager; Mrs. Clara Young, bookkeep- 

ing. Mrs. J. M. Comer, right, who has had many years of mortgage banking experience, interviews 
an applicant for a mortgage at the Five Points office. 
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soniel are concerned; the contractor himself is usually 
found actively wielding a hammer or saw on the job. 

The company’s millwork plant, which employs 15 
men, turns out a number of important items for the 
low-cost home—items like kitchen and bathroom win- 
dows, mouldings and trim. 


FIGURING THE PROFIT 


MATERIALS in the $3,000 home are figured at 
$1,856. The company’s main profit is taken from this 
materials figure, depending upon volume to make the 
overall program worthwhile. One hundred dollars is 
allowed above the strictly materials items for promo- 
tion, newspaper advertising and financing of the job. 
Five Points uses radio time and newspaper space reg- 
ularly. The response speaks for itself. 

Although all the low-cost homes thus far have been 
built within Jackson city limits, 17 applications have 
been made to Five Points for low-cost homes beyond 
the city line. These jobs will be undertaken just 
as soon as a financing agency is willing to make loans 
on these jobs. 

Here Mr. Pollard sounds a warning to dealers inter- 
ested in starting a similar project. 

“The dealer should make sure that the loaning in- 
stitution is getting a first-class home in every way. 
The determining reason why First National accept 
our applications for Class III loans is because we in- 
spect every house at least once a week to make sure 
that every regulation is complied with. 

Five Points has made minor structural changes in 
the basic plan. For instance 2x8 floor joists have been 
changed from 24 to 16 inches on center; roof is No. 
210 thick butt shingle. 

Realizing that the market for this minimum house 
is limited, Five Points expects to develop homes to 
sell for $4,000, $5,000, $6,000 and $7,500. It is now 
making comparative studies for electrical and gas 
heating in duplex homes. 


EMPLOYE BENEFITS 
ROBERT L. BEARE is president of the Five Points 
Lumber company, but active management of the com- 
pany is in the hands of Mr. Tomlin, who is ably as- 
sisted in the low-cost home development by Mr. Pol- 








©. R. DAVIDSON, yard foreman, has worked for the Five Points 
Lumber company for 26 years. 
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lard. Overall personnel of the organization is between 
60 and 65. Employe benefits include paid vacations, 
Blue Cross hospital protection and bonuses. 


Five Points handles every basic product that goes 
into its low-cost homes excepting plumbing and elec- 
trical equipment. It maintains a separate paint and 
wallpaper store. All materials are kept under cover. 
The lumber warehouse is 99x333; hard materials 
46x106; general building materials 88x103; finished 
lumber, 72x186; sash and door storage, 44x136; the 
mill is 40x126. 


Five Points Lumber company continues to do con- 
siderable Class VI Title II buildiing, but it will con- 
tinue to push its successful low-cost home program 
for some months to come. 


‘ 





COST BREAKDOWN ON $3000.00 
TITLE | CLASS lil HOUSES 

MATERIAL 

Includes brick, sand, mortar, lumber, 

roof, millwork, hardware and paint. $1,856.00 
MASONRY WORK 

Includes concrete footings and labor 

for brick piers and brick flue... ... 65.00 
WIRING 


Drop cord and base receptacle in 


CEE. ocean ae ee s 85.00 
PAINTING 

2 coats outside, Kemtone walls and 

ceiling and 2 coats flat on interior 

v6 cet aneaa eee aes 225.00 
PLUMBING 

Includes shower stall, closet, kifchen 

sink and cold water.......... 345.00 
CARPENTER WORK 

Includes framing, trimming, setting 

doors and windows, roof, applying 

sheetrock and laying Y. P. floor...... 424.00 

$3,000.00 








EXTRA FOR WHICH OWNER PAYS CASH 
TITLE | CLASS III 


Underpin house with brick anne & 


labor) . .. $108.00 
Tub in ylawe of dunner stall Seer 40.00 
Gas hot water heater, hot water & connec- 

tion .... 120.00 
Pere errres ere re eee 65.00 
Wall switches and fixtures (allow $25.00 for 

SERS, eVisit ang ccc cumema eam 55.00 
Paper interior walls instead of Mentone. ... Sa 
4" Rockwool in outside walls... . _ 80.00 
4" Rockwool in ceiling.................. 65.00 
Kitchen cabinets on one wall .... 95.00 
50,000 BTU Floor furnace..... _.. 135.00 
Running gas 3 outlets to house........... 35.00 
Running water where water is not on lot... 28.00 
IS iss caer ons sa eed tect cea 
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Collect Promptly--Increase Sales 


Consumer cash in industrial areas is tighter; time 
payment plans and better credit analysis indicated. 


UILDING MATERIAL dealers 
in industrial areas should be 
on the lookout for a _ tightening 
credit and collection picture among 
over-the-counter and small lot pur- 
chase customers. The average cus- 
tomer for this type sale is finding 
his take home pay stretched thin- 
ner due to the combination of 
higher costs and the fact that in- 
dustry generally is steering away 
from over forty hour work weeks 
with its consequent time and a 
half. Beyond this, the aggravated 
housing and rental situation in 
many areas is pinching the wage 
earner even tighter. 

By recognizing these danger sig- 
nals and taking steps to tighten 
his credit system now, the dealer 
can save a substantial amount in 
poor accounts as well as many ex- 
tra hours of worry and time spent 
in collections. 


The time to start a healthy ac- 
counts receivable situation is be- 
fore the sale is consummated. The 
credit application form reproduced 
on the following page is a good ex- 
ample of the information the dealer 
should have and approve before 
making the sale on a credit basis. 
It is important to have all the in- 
formation, either through direct, 
friendly questioning of your pros- 
pect, or through current personal 
knowledge of the prospects credit 
position. The information you neg- 
lect to check may be the very in- 


formation you need to determine 
the prospect is a bad risk. 


POOR CREDIT RISK 


IT IS often possible to spot a 
poor credit risk by the way he hesi- 
tates in asking for credit and 
answering credit application ques- 
tions. The average man is proud 
of his good credit standing. Be- 
ware of the man who is not proud 
of his credit. 

The dealer can increase his own 
sales appeal while asking the credit 
questions. Ask your questions in 
a firm, friendly, business-like 
fashion. Make the customer feel 
he has an equal interest and desire 
in getting the form made out prop- 
erly. This will help to put you on 
a man to man basis with your pros- 
pect and make him more receptive 
to your actual sales talk. 

When the dealer has determined 
a prospect is a good credit risk 
and agreed to extend credit, the 
next step is to have a positively 
understood agreement of the terms 
and date of payment. The dealer 
will say to the customer, “It is 
agreed, then, that you will pay this 
bill in full on the tenth of next 
month,” or what ever the terms 
may be. As he makes this verbal 
statement to the customer, the 
dealer should write the actual 
terms in long hand across the bot- 
tom of the sales slip. This proce- 
dure will stamp the fact on the 
customer’s mind that he has made 
a definite man to man agreement to 





Accounts 
Accounts 90 " u 





COLLECTIBILITY OF ACCOUNTS--BASED ON AGE 


60 days past due are 
" " 


93% collectible. 
85% . 








Accounts 6 months" " " 70% " 
Accounts l year " " " Mog ag 
Accounts 2 years " " 254. " 
Accounts 3 years " " 4184 " 
Accounts 5 years “ " " practically lost. 
TABLE: Northwestern Lumbermans Association. 
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pay his bill under definitely un- 
derstood terms and at a definite 
time. A good many dealers with 
excellent accounts receivable state- 
ments agree on the value of this 
procedure. 

At this point in the sale the 
salesman has an opportunity not 
only to protect his customer’s 
credit and his company’s accounts 
receivable record, but also to build 
for additional sales and good will. 
Mr. H. J. Risley, of the Rock 
Island Lumber company, Rock 
Island, Ill., found in a study of 
wage earners credit reports that 
many wage earners had a series 
of good reports along with one poor 
report. An analysis of these credit 
reports by Mr. Risley showed that 
very often the poor report was 
turned in by a building materials 
dealer. Further analysis brought 
forth the fact that the building 
material dealer was the only busi- 
ness that did not sell the customer 
on a monthly payment plan. This 
led Mr. Risley to the conclusion 
that the building material dealer 
often may sell his customer on 
making a larger thirty day pay- 
ment than he can reasonably make. 
Consequently at the end of the 
month the customer finds he does 
not have enough money left over 
from his pay check to cover the 
major part of what he owes. He 
becomes delinquent and a_ poor 
credit risk in the eyes of the dealer. 


ANALYZING CUSTOMERS 


THEREFORE Mr. Risley and 
his personnel analyze wage earner 
customers from the point of view 
of their income, fixed expenses, <e- 
pendents in the family, and other 
factors that may influence his abil- 
ity to pay. Every effort is then 
made to finance the customer’s bill 
in small, monthly payments. It gen- 
erally works out that bills amounit- 
ing to from 30 to 50 dollars and 
higher should be financed. 

Besides breaking the customer's 
bill down into amounts that he c.n 
pay easily each month, this system 
of time payment selling has a num- 
ber of other advantages to tiie 
dealer. In the first place he g«'s 
his money at once from the lendi''g 
agency. Next the monthly pay- 
ments keep the customer thinkig 
about the yard. They serve as sal:’s 
contact. Mr. Risley takes furth:r 
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advantage of this feature by offer- 
ing a check cashing service for 
time payment customers. He is 
thus able to collect the payment 
when he cashes the check, but more 
important he is getting additional 
customer traffic through his store. 
And as Mr. Risley says, “It is the 
customer traffic through your store 
that makes for more and better 
sales.” He finds that often when the 
customer stops in to make his pay- 
ment, he will lay down 50 cents or 
a dollar or more in cash for nails, 
a can of paint, or hammer that he 
otherwise might have bought at a 
hardware or department store. 

Another vital part of the collec- 
tion story for yards in industrial 
areas arise during periods of tem- 
porary unemployment due to 
strikes or for other reasons. It 
does no good to-.get tough with the 
man who cannot pay his bills for 
the above reasons. Very likely he 
is as unhappy about the situation 
as the dealer is. The dealer can of- 
ten keep a customer’s goodwill and 
get his money at the same time by 
arranging smaller and even token 
payments during the period of un- 
employment, making a _ definite 
agreement with the customer that 
regular payments will be resumed 
as soon as he becomes a wage earn- 
er again. Naturally this arrange- 
ment applies only to customers who 
were on the books at the time they 
became unemployed. There would 
probably ibe only rare cases where 
the dealer would want to extend 
credit while the wage earner is un- 
employed. These would arise in ex- 
treme hardship cases and be for 
the sake of goodwill or because a 
customer had built up such a long 
and excellent record of payment 
that the dealer wanted to main- 
tain his business although it might 
mean carrying him sometime on 
the books. 


DELINQUENT ACCOUNTS 

ACCOUNTS that become delin- 
quent should never be allowed to 
wither on the vine. The accom- 
panying chart shows the collecti- 
bility of accounts at various past 
due dates. Notice that net profit 
has ‘been lost on accounts delin- 
quent 90 days or less. The gross 
margin has been lost on accounts 
f’ months overdue. 


Mr. Risley feels a followup let- 
ter should be mailed within 10 days 
after the second bill is sent: If 
tie dealer has made a firm, defi- 
nite understanding with the cus- 
tomer at the point of sale, he is 
how in a position to recall the 
agreement to the customer. This is 
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CREDIT APPLICATION 

Date 
Name Wife 

No. Dependents 
Address _ How.Long? 
Previous Address How Long? 
Employer Address 
How Long? Position 
Income Other: Income 
Previous Employer How Long? 
Checking or Savings Account 
Address & Description 
of Property improved 
Title in name of 
Purchased Am'te Paid 
Value of other. Real Estate 
References 
Obiigations; CREDIT REPORT 
TESMS OF. SALE: 
APPROVED 

Salesman. 

APPLICANT 














A PRACTICAL credit form. 


much more effective than writing 
a tough letter. Whenever feasible 
it is wise for the dealer to divide 
up delinquent accounts among the 
yard staff for personal follow-up. 
Art Lampland, of Lampland Lum- 
ber company, St. Paul, Minn. says 
the personal follow-up is one of his 
most effective methods of collect- 
ing. He says it has the further 
effect of keeping his employees 
aware.of the necessity for proper 
credit analysis and impresses on 


them the need for installment sell- 


ing as a means of avoiding delin- 
quent accounts. 

Perhaps the most important 
single phase of the collection pic- 
ture is prompt and continued at- 
tention to delinquent accounts. Mr. 
Risley says, “Make your follow-up, 
either by letter or personal call, 
within 10 days after the second 
bill is sent out. By so doing you 
will increase your chances of collec- 
tion many fold.” 


7\ 





WHEN A WOMAN |S! 


W. BLACKSTOCK, of the ever’) 


°H. W. Blackstock Lumber Ti 
company, 2344 West Spokane str«et, te 


Seattle, believes in merchandising. 
He got a clear indication of its 
value recently when he switched 
from a two to a one store operation. ee 

When Mr. Blackstock decided to Soong 


deale! 
comp 
pect. 





concentrate his efforts in one store ae ‘ 
two miles from the West Seattle 
business district, he was faced with In 
the possibility of losing some cus- tract 
tomers. The store which he pro- main 
posed to close was located in the at il 
heart of the business district and West 
accounted for a substantial amount remo: 
of sales in the form of over-counter lems 
sales and business done with indi- comp 
vidual home owners. The way to rect 
attract this business to the new lo- that 
cation, Blackstock believed, was to shou 
THE IDE maa agate soaranigpnitige-vey job. ” a 
is first move was to remode mode 
h customer in the store. the existing office and warehouse soun 
s to get the into an attractive and _ efficient pany 
store. The influence of the woman busil 
in buying a home was a pri- close 
mary consideration. Mr. Blackstock a sul 
wanted a store that would attract Or 
the woman buyer. To accomplish a nu 
this the existing office was enlarged sale: 
to make room for adequate display cont 
space. It was then finished in ping 
knotty pine paneling. Installation imm 
of fluorescent lighting now gives bv t 
effective illumination. The front weed 
windows were enlarged and the sills pres 
lowered to give an unobstructed will 
view of the office and display area the 
from the street. floo 
Across the yard drive from the the 
office a new display room features nee 
paints, builders’ hardware and nun 
home accessories. These are ar- cho: 
ranged on open wall shelving, on whe 
a single large display island and on tory 
spot floor displays. This method repi 
gives approximately double the dis- A 


play area obtained from the con- 
ventional store counters. By plac- 
ing the merchandise where the 
customer can see it readily many 
additional on-the-spot sales are 
made. 

Mr. Blackstock believes that 
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SELECTS A HOME 


every item that goes into the con- 








ne struction of a home should be sold 
ae and merchandised by the building 
i: material dealer. In that way the 
a dealer is in a position to sell the 
ite complete package home to the pros- 
ched pect. This method, he believes, 
“¢ adds profitable items to the house 
bill and gives the dealer better con- 
store : 
trol of the sale. 
attle 
with In addition to maintaining an at- 
cus- tractive retail store and office, the 
pro- main promotional effort is directed 
the at influencing consumers in the 
and West Seattle area to bring their 
ount remodeling and home building prob- 
nter lems to the Blackstock Lumber 
indi- company. Both newspaper and di- 
y to rect mail advertising emphasize 
v lo- that prospective home builders 
s to should See their lumber dealer first. 
). That Mr. Blackstock’s plan for 
10del modernization and promotion was 
ouse sound is shown by the fact the com- 
sient pany maintained its volume of 
man business although the yard now 
pri- closed had previously accounted for 
stock a substantial part of the gross sales. 
ract Once the prospect is in the store, 
plish a number of other promotional and 
rged sales devices are used to make and 
play control the sale. A woman shop- 
1 in ping for a new house is interested 
ition immediately on entering the office 
s1VES by the model display. These scale 
ront model houses give an accurate im- 
sills pression of how the completed home 
icted will look. They can be lifted from 
area the display table to reveal the actual 
floor plan of the rooms. If none of 
| the the scale models fits the prospect’s 
ures needs, the company has on hand 
and numerous plan books from which a 
/ ar choice can be made. In those cases 
, On where stock plans are not satisfac- 
d on tory, Mr. Blackstock recommends a 
thod reputable architect. 
ese After a specific style has been E 
wed ciosen by the prospect Mr. Black- all the buil 
pia stock shows her the detailed plans ul ding mater} 
the ‘an 4 erials 
ial Lo ¢ eck the arrangement and sizes 
rie of the rooms. He is then in a po- 
_ ‘ion to sell the materials by re- 
that ferring to the various displays. 
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Colleges Offering 30-Day Courses 


HESE ARE the colleges and 

universities offering the 30- 

day course for retail lumber deal- 

ers, and the names of men who will 
give information and assistance. 


CITY COLLEGE OF NEW YORK 
School Representative: 
V. E. Musso 
City College of New York 
430 West 50th street 
New York, N. Y. 
Association Representative: 
Mr. Fred W. Ritter 
New York Lumber Trade Assn. 
Grand Central Terminal 
New York 17, N. Y. 
Edward C. Frick 
New Jersey Lumbermens Assn. 
1060 Broad street 
Newark 2, N. J. 


GEORGIA TECH 
School Representative: 
Prof. William P. Layton 
283 Ponce de Leon avenue, N.W. 
Atlanta, Ga. 
Association Representative: 
J. G. Rowell 
Lumber & Supply Dealers Coun- 
cil 
Robert Fulton hotel 
Atlanta, Ga. 


UNIVERSITY OF ILLINOIS 
School Representative: 
Mr. H. C. Rountree, Asst. Direc- 
tor 
University of Illinois 
Extension division 
725 South Wright street 
Champaign, IIl. 
Association Representative: 
J. D. McCarthy 
Illinois Lumber & Building Ma- 
terial Dealers association 
919 Ridgely building. 
Springfield, Ill. 


UNIVERSITY OF MASSACHUSETTS 
School Representative: 
Prof. J. H. Rich 
Department of Forestry 
French hall ; 
University of Massachusetts 
Amherst, Mass. 
Association Representative: 
Joseph G. Hall 
Northeastern Retail Lumbermens 
association 
82 St. Paul street 
Rochester 4, N. Y. 


NORTH CAROLINA STATE 
COLLEGE 
School Representative: 
Edward W. Ruggles, Director 
College Extension division 
N. C. State college 
Raleigh, N. C. 
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Association Representative: 
Maurice Garner 
Carolina Lumber & Building 
Supply association 
114 Builders building 
Charlotte, N. C. 


MICHIGAN STATE COLLEGE 
School Representative: 
Prof. J. W. Creighton 
Department of Forestry 
Michigan State college 
East Lansing, Mich. 
Association Representative: 
Hunter Gaines 
Michigan Retail Lumber Dealers 
association 
1009 Bank of Lansing building 
Lansing 16, Mich. 
OHIO STATE UNIVERSITY 
School Representative: 
Dr. H. W. Nisonger 
Director of Special Adult Edu- 
cation 
Ohio State university 
Columbus, Ohio 
Association Representative: 
Findley Torrence 
Ohio Association of Retail Lum- 
ber Dealers 
Green & Market streets 
Xenia, Ohio 
PENNSYLVANIA STATE COLLEGE 
School Representative: 
C. M. Graff 
Central Extension building 
State College, Pa. 
Association Representative: 
Robert A. Jones 
Middle Atlantic Lbrms. Assn. 
1528 Walnut street 
Philadelphia 2, Pa. 


PURDUE UNIVERSITY 
School Representative: 
Mr. Miller, 
Office of Technical Extension di- 
vision 
Purdue university 
West Lafayette, Ind. 
Association Representative: 
Russell W. Smith 
Indiana Lumber & Builders Sup- 
ply association 
620 K. of P. building 
Indianapolis, Ind. 


COLLEGE OF THE PACIFIC 
School Representative: 
Mr. Barthol Pearce 
Room 106 Weber Hall 
College of the Pacific 
Stockton, Calif. 
Association Representative: 
Jack Pomeroy 
Lumber Merchants Association 
of Northern California~ 
214 Front street * 
San Francisco, Calif. 


SOUTHERN METHODIST 
UNIVERSITY 
School Representative: 
Clifford Shumaker, director 
Institute of Building Materia] 
Distribution 
Southern Methodist university 
Dallas, Tex. 
Association Representative: 
Gene Ebersole 
Lumbermens Association of 
Texas 
Second National Bank building 
Houston 2, Texas 


UNIVERSITY OF WASHINGTON 
School Representative: 
Dr, O. H. Schrader 
Professor of Forest Products 
Anderson hall 
University of Washington 
Seattle, Wash. 
Association Representative: 
W. C. Bell 
Western Retail Lumbermens as- 
sociation 
917 Lloyd building 
Seattle 1, Wash. 


UNIVERSITY OF WISCONSIN 
School Representative: 
University of Wisconsin 
Truax Project 
Madison, Wis. 
Association Representative: 
Don S. Montgomery 
Wisconsin Retail Lumbermens 
association 

501 Milwaukee Gas company 
building 

Milwaukee 2, Wis. 


UNIVERSITY OF KANSAS CITY 
School Representative: 
Dean John Barnett 
University of Kansas City 
Rockhill road 
Kansas City, Mo. 
Association Representative: 
Allan T. Flint 
Southwestern Lumbermens Assn. 
501 R. A. Long building 
Kansas City 6, Mo. 


UNIVERSITY OF SOUTHERN 
CALIFORNIA 
School Representative: 
D. M. Seach, assistant dean 
Extension division 
University of Southern Califor- 
nia 
35th and University avenues 
Los Angeles 7, Calif. 
Association Representative: 
Orrie W. Hamilton 
Southern California Retail Lum- 
bermens association 
11k W. 7th street 
Los Angeles, Calif. 
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OUILDING 


HE ROCKY MOUNTAIN 

Lumbermens Association and 
the Colorado General Contractors, 
along with numerous other civic 
minded ‘organizations, are co-op- 
erating to sponsor the Denver 
Building Institute, a million dol- 
lar, modernistic building products 
and service center to be located in 
the heart of downtown Denver. 


The building will contain display 
and office space for every phase of 
the building industry, from the 
supplier of primary building mate- 
rials through the architect and re- 
tail dealer to the builder. The main 
floor and the mezzanine will con- 
tain 36,000 square feet devoted to 
permanent displays erected and 
maintained by all phases of busi- 
ness interested in delivering the 
completed home or building to the 
customer. 


Above the exhibit floors, two 
floors of offices will be available to 
building suppliers, contractors, 
banking institutions, building ma- 
terial dealers and all other elements 
serving the building field. In addi- 
tion to offices the upper floors will 
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contain conference and club rooms 
to provide a further means of get- 
ting buyers and sellers together. 


The Institute will be set up so 
that the visitor can obtain quickly 
and efficiently all the necessary 
plans and material for anything 
from remodeling a kitchen to lay- 
ing out and supplying material for 
a complete sub-division. 


The idea of the Denver Building 
Institute was fostered by ‘one of 
Denver’s progressive building en- 
thusiasts, Carl Berg, Industrial Di- 
rector of the Chamber of Com- 
merce. Fred Coldren, of the Hal- 
lack and Howard Lumber company 
is head of a subcommittee to aid 
Berg. W. K. Barr, of the Barr 
Lumber company is also a member 
of this committee. The project is 
financed entirely by private capital. 

















FRAMING for the L-shaped Industry-Engineered home at right was erected in one work day. The house 





at left is not an I-E home, but it will cost the English company just as much te build and will contain 


77 less square feet of floor feet. 


Virginia Dealer 
Is Building Fourteen I-E Homes 


E. R. English is convinced dealers should capitalize 
on nation-wide Industry-Engineered home publicity. 


O NE EFFECTIVE way to 
answer the demand for low- 
cost housing and at the same time 
provide a tangible answer to pro- 
ponents of socialized housing is to 
build Industry-Engineered homes. 
W. B. English Lumber company, 
Altavista, Va., is building 14 I-E 
homes—four in Altavista and 10 in 
South Boston. The first I-E home 
built in Altavista was of cinder 
block construction and will sell for 
approximately $6,000 including 
land. 





The homes in South Boston are 
of wood frame construction and 
will sell for approximately $5,500 
including lot. All of these homes 
are built from I-E Plan 47-1 wood 
frame, using the basementless 
variation. 

“Building Industry Engineered 
homes is the best answer to public 
housing offered the building,” de- 
clared E. R. English, “because of 
the tremendous public relations 
and publicity possibilities of this 
nation-wide campaign.” 


FIRST of four cinder block I-E homes being constructed in Altavista, Va. will sell for approxi- 
mately $6,000 including lot. 
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Mr. English believes that the 
lumber dealer in even a small com- 
munity can focus the industry’s 
co-operative effort upon local home 
building by constructing an IJ-E 
home and publicizing it. 

In addition to the I-E homes in 
South Boston, Mr. English is also 
building another type of low-cost 
home which his company had 
started prior to the I-E develop- 
ment. The I-E home contains 77 
square feet more floor area, which 
is equal approximately to an 8x10 
room. The company’s first low- 
cost home is 25’ 6” by 27’; the I-E 
home is made up of two 16x24 foot 
units placed at right angles. 

Savings in construction time and 
materials were emphasized by M. 
S. Angle, supervisor on the South 
Boston job. This was true particu- 
larly after the crew fully under- 
stood the construction methods 
outlined in Here’s a Better Way to 
Build. The construction foreman 
and job supervisor utilized this 
book constantly as the final word 
on questions of procedure at the 
job site. 

Retail lumber dealers, Mr. Eng- 
lish believes, should look at fin- 
ished homes just as they do their 
inventories. One or two homes 
should be finished at about the 
same time. If they are not scold 
immediately, they can be rented. 
The company views unsold homes 
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DEALER-Builder E. R. English, Altavista, Va., 
who is building the first I-E homes in his 
state. 





HOW fruss-rafter assemblies appear when in 
place on one 16x24 foot wing of L-shaped 
I-E home. 


just as it would stock in inventory. 

The company built 238 homes 
during the war and consequently is 
convinced that dealers should also 
be contractors. The English Lum- 
ber company and the English Con- 
struction company are located side 
by side on Altavista’s main street. 
The English Lumber company was 
established in 1909 and the English 
Construction company was organ- 
ized in 1936. 

The English Brothers are con- 
sidering the possibility of building 
[-K homes for the employes of the 
Republie Cotton mills, Great Falls, 
S. C. Many of the English Broth- 
ers’ homes are built for industrial 
workers. 

“Many industries are ready to 
subsidize and finance homes built 
by lumber dealers,” according to 
Mr. English. He is convinced that 
alert dealers will find a good home 
market in this field. The English 
Company takes such jobs on a cost- 
plus contract. 
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OW COLOR can be used as an 
effective selling aid was illus- 
trated dramatically by Frank P. 
Connolly, vice president, Valentine 
& company, Inc., at the annual con- 
vention of the Montana Retail 
Lumbermens association in Bil- 
lings, Mont., Mar. 24. 

Mr. Connolly, who is chairman 
of the color committee of the Na- 
tional Paint, Varnish & Lacquer 
association, used live models from 
the audience with face modeled 
masks to illustrate color from the 
neck up. 

“Color can be a terrific selling 
aid in your business,” declared Mr. 
Connolly, urging dealers to have a 
color scheme in their business, 
using it as an identification mark 
on letterheads, trucks and build- 
ings. 

“Peaple have learned to recog- 
nize the yellow piece of paper as 
a telegram having more impor- 
tance than a letter. It has often 
occurred to me that one of the rea- 
sons the Postal Telegraph company 
had to bow to Western Union was 
due to color. The predominance of 
white on a Postal telegram made 
it appear more like letter paper. 

“Lumbermen are not lumbermen 
any more. They are selling not 
only construction materials, but 
wallboard, often colored, but cabi- 
nets of all kinds unpainted and 





How to Use Color Effectively 





companion accessories in the way of 
paints and special furniture.” 

Mr. Connolly advised dealers to 
“dream and scheme color’ and 
make it part of their business. 
Here are some of Mr. Connolly’s 
suggestions for making effective 
use of color by building products 
merchants. 


1. Have a color scheme for your 
business. 


2. Have an emblem, sign or de- 
vice to identify your business. It 
could be that your name would give 
you the clue—like the fellow whose 
name was Peak, whose emblem was 
in the form of a mountain peak. 


3. Have a slogan. Coin your 
own. Make it original. Keep it 
short and easy to remember. 


4. Collect color stories. Keep 
them in a scrap book. I would sug- 
gest that you have a large scrap 
book in your store in which you 
paste the color plates showing in- 
teriors and exteriors, taken from 
national magazines. 

5. Learn the lingo of the dec- 
orators. If you do, your color vo- 
cabulary will not be limited to red, 
blue and yellow. In describing a 
color, you will give it a selling 
name such as Geranium red, Gar- 
denia white and Cornflower blue. 
Put the old oomph in your talks to 
your customers about color. 


MONTANA dealers, masked for the purpose of dramatic illustration, were used by Frank P. 
Connolly, vice president,’ Valentine & company, New York, to illustrate his talk on the im- 
portance of color in everyday business at the Montana Retail Lumbermen’s association. 
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Dealers With or Without Veterans 


EALERS WITH World War 

II veteran trainees are among 

the fortunate members of the lum- 

ber industry as is being proved 

industry wide. Equally fortunate 

are those dealers who have these 

veterans in their organizations and 

are grooming these men to take 

responsibility and become the Lum- 
ber Industry. 

The veterans in schools and with- 
in industries are daily proving 
that they can take responsibility, 
organize work to be done, work on 
a contributing and _ cooperative 
basis, and accomplish tasks beyond 
their years. 

It is safe to say in the opinion 
of the author, that the majority 
of veterans are organization 
minded. The teamwork which was 
drilled into all servicemen, no mat- 
ter what branch of service, left an 
indelible impression upon these 
men. “It takes teamwork to ac- 
complish this task,” was a familiar 
phrase to all men in service. The 
idea of personal performance with- 
in a team made the present veteran 
aware of the value of cooperative 
thinking and cooperative action to 
achieve an end. Our industry, as 
well as others, can benefit from 
men who have learned this lesson. 


CHAIN OF COMMAND 


THE famous Chain of Command, 
the service forces’ flow chart of 
designated responsibility and au- 
thority, is still fresh in the minds 
of the nation’s premium man 
power. What was once the private 
to corporal to sergeant routine is 
now recognized as the employee to 
foreman to department head, etc. 
routine. Since this flow of com- 
mand and action is present in all 
successful businesses under one 
name or another, it should be grati- 
fying to know that the civilian 





*Personnel and training manager, Whip- 
ple Brothers Inc., Laceyville, Pa. 
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By FRANK H. MORRISON* 


chain of command only need be 
pointed out to these men for it to 
be understood. We can use this 
knowledge in our industry. 

Let us survey for a moment the 
importance of what a great many 
veterans have to offer to the in- 
dustry in the way of talents. 

Any squad leader in the infantry 
for example could tell you that he 
had to analyze situation after situ- 
ation in order to determine the 
correct solution to the problem 
which the situation placed before 
him. 

SIZING UP A SITUATION 


FIRST he was taught to size up 
his job to see what he had to do. 
He had to take into consideration 
the position, strength and range of 
his competition which was the 
enemy. He considered his own 
forces, his support and what each 
was doing that fit into or could be 
utilized by him in carrying out his 
mission. He further considered his 
automatic weapons in comparison 
to those of his enemy. He then 
considered whether or not the 
enemy had been softened by past 
action and if the ground upon 
which he was to operate had good 
firing positions and good flank 
coverage. 

Second, he was trained to make 
a decision without hesitating, 
based on his considerations of the 
existing situation. 

Third, he gave an order stating 
what he knew about the enemy, 
what he knew about friendly forces 
which his men did not know, what 
his plan was and what the squad 
was supposed to do, what each man 
was to do and where he was going 
to be during the action. 

It is evident that the squad 
leader was taught to think along 
constructive, aggressive and action 


lines. He was taught executive 
thinking. The industry has a 
chance to change the military 
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phrasing into civilian phrasing, yet 
utilize this basically sound think- 
ing which the veteran brings to it. 


TRAINING IDEAS AVAILABLE 


IDEAS for use in training with- 
in the industry are available in 
abundance to dealers who have vet- 
erans in their employ. The ex- 
servicemen were exposed to some 
of the finest methods of instruc- 
tion ever made available to any- 
one. Visual education, conference 
sessions, the use of large scale 
models to explain particularly diffi- 
cult points of a subject, and all 
other practical methods of teach- 
ing which enables trainees to learn 
quickly are ours if we utilize the 
knowledge of these veterans cor- 
rectly. 

Associated with the importance 
of training is the importance of 
planned leadership and_ planned 
authority, both of which depend on 
planned training for their success. 
These men learned that a man does 
not have to remain at one job for 
years and years to master the fun- 
damentals of that job. By master- 
ing the fundamentals of a job, the 
serviceman soon was in a position 
to direct the activities of that job 
in addition to being qualified to as- 
sume greater responsibilities. Our 
industry can use these funda- 
mentals men. 

In analyzing your own particu- 
lar operation, make sure you ure 
making the best use of your 
trained veteran to further the cff- 
ciency of your operation. 

This veteran is making a good 
showing in the classrooms, the in- 
dustries of our country and in 
every other line of work which he 
enters. He is considered a good 
risk by the majority of industries. 

His favorable standing is not an 
accident! 

We should, as one of the nation’s 
greatest industries, realize this 
fact. 
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Heatilator is 
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HEATILATOR is easier to sell. Prospective 


customers know the Heatilator. They see it © 
advertised in home magazines, and are con- 
vinced by their friends’ pleasure in a fire- 
place ... that circulates heat . . . will not 
smoke. 


HEATILATOR builds good will. Heaiilator, 


proved by over 20 years’ successful use all 
over America, insures correct fireplace con- 
struction and performance. Your selling 
Heatilator sells customers on you. 


HEATILATOR protects you. Heatilator is 


sold only through recognized building supply 
dealers .. . there is no cut-rate or mail 
order competition. Your profit is assured. 
HEATILATOR keeps business moving $s CSE 
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Heatilator, Inc. ee we 
845 E. Brighton Ave., Syracuse 5, N. Y. D 
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How NRLDA is Organized 


By NORMAN P. MASON, President, 


National Retail Lumber Dealers Association* 


IN THIS STRUGGLE FOR FREEDOM and peace the people of the 


world today face a time of decision. 


We are at a crossroad. The conflict 


still goes on between free peoples joined together with representative 
governments to serve them—and those people who wish an authoritarian 
government which imposes its will upon those it governs. 

The groups who seek an all-powerful state are still boldly striving to 
gain their ends in this period when we, weary from our war efforts, are 
recuperating. They gain a bit here—they infiltrate a bit there. They 
pander to some group or class here and show the mailed fist of might 


elsewhere. 

Will the peoples of the world 
awake to their danger and make 
a decision before it is too late for 
them to choose? 


HOME: AN IDEAL UNDER ATTACK 


You in the lumber industry, I 
believe, sense the perils of the 
present situation before many of 
your neighbors. You are in the 
business of providing homes for 
the people of your nation and the 
home has been one of the first in- 
stitutions which these disciples of 
the all-powerful state have sought 
to attack. 

The responsibilities we in this 
retail lumber industry have for 
the future welfare of humanity 
seem to come under three general 
headings. 

1. To keep our industry work- 
ing cooperatively along the line of 
developing and improving our 
abilities not alone to serve the pub- 
lic, but to help the public get the 
new building that it wishes so 
much to have. 

In this regard may I tell you of 
the way our Association in the 
United States carries on our co- 
operative work not alone for our 
members, but for the best inter- 
ests of the public. 


NRLDA SETUP EXPLAINED 


Our National Retail Lumber Deal- 
ers Association is a federation of 
state and regional associations. We 
do not have individual memberships. 
The financial support for the Na- 
tional comes from the regional as- 
sociation. A budget is set and met 
on the basis of an equal amount 
for each yard which is a member 
of the regional. Each regional has 
two directors on the board of the 
National, one a dealer and the 
other the paid executive of the re- 
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gional association. These directors 
meet twice a year and decide mat- 
ters of policy for our National. 
We have divided the area of the 
country into eight districts and we 
have an executive committee made 


‘up of one dealer representative 


from each of these areas and two 
paid executives at large. We work 
through committees. We have no 
general convention like this. That 
function, we feel, is one for the re- 
gional association to perform. 

The National’s function is not to 
supersede the state and regional 
associations, but to supplement 
them. We know that regional as- 
sociations are an important part of 
our industry. They give attention 
to local matters and have commit- 
tees at work developing ideas— 
solving problems at the local level. 

The projects we work on are 
varied. One is an educational pro- 
gram. We have developed a 30- 
day course to train personnel for 
retail lumber yards—to make a new 
man more quickly of value to his 
employer—to draw intelligent new 
men into our industry. We out- 
line the program. We draw sup- 
port from manufacturers in the 
line of visual presentations and 
lectures. We print some of the 
textbooks and provide others. We 
make this available to our regional 
associations to put on as their pro- 
gram. They put this program on 
in connection with leading univer- 
sities and colleges in their areas. 
It has been outstandingly success- 
ful. 

We have sponsored with a group 
of manufacturers of building ma- 
terials a program of research in 
methods of reducing housing costs 
which we call the Industry Engi- 
neered Homes program. This is 
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a program of getting manufactur- 
ers to standardize their products— 
doors — windows — brick — tile— 
cabinet work, etc.—to a single 
standard size. We have shown 
architects how to adopt these ma- 
terials to housing construction in 
a way to save costs at the building 
site. We have presented the pro- 
gram to our state and regional As- 
sociations in usable form—plans, 
newspaper cuts, etc. 

We prepare public relations pro- 
grams, cuts of advertisements, en- 
velope stuffers and the like which 
our state and regional associations 
may use in their program, but 
which give a nationwide approach 
in meeting national problems. 

We keep constantly in contact 
with other national groups such as 
the real estate men—the bankers— 
the manufacturers of lumber and 
building supplies—the architects, 
and the like, in order to help pro- 
mote worthwhile ideas for the good 
of the Nation which they have de- 
veloped. 


YOUR RESPONSIBILITY 

2. So much for the nationwide 
association viewpoint. The second 
point at which you retail lumber- 
men face responsibility to act to 
preserve free private enterprise is 
in the operation of your individual 
businesses back home. You must 
have the thought foremost that it 
is your responsibility to see that 
folk in your communities have im- 
proved living standards at reason- 
able costs. And you must keep 
yourselves strong, too, so that you 
may help provide these improved 
dwellings. 

My plea to you is that in the 
business of taking care of your 
trade, you do not forget the need 
for your business to support or- 
ganized association work. he 
need in this transitional period 
when nations face decisions for the 
right or left was never greater. 


EXPERIENCED MEN NEEDED 
3. The third point I urge you 
to remember in this battle for free- 
dom is that you keep your personal 
sights high. 
*Excerpts from speech delivered at the Ontario Retsil 


umber Dealers Association, Ine., ‘Toronto, Cai., 
March 16, 1948. 
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Texas... 


Memory of Lamar Forrest honored at 62nd convention; 
H. L. Stokely elected president to succeed W. B. Oldham. 


fp ESCRIBED by the  newly- 

elected president, H. L. Stoke- 
ly, mayor of Brownsville, as “the 
greatest organization of its kind in 
the world,” the Lumbermen’s As- 
sociation of Texas held its 62nd an- 
nual convention and Home Show at 
the Municipal Pier in Galveston, 
April 19-21. 

The attendance of 1,785 exceeded 
by several hundred the attendance 
in 1947; there were more exhibits. 
The pier auditorium had been air 
conditioned and the weather out- 
side was .perfect. These factors 
combined with a program of out- 
standing speakers made this third 
successive convention in Galveston 
one of the most successful in the 
history of the association. 


MEMORIAL RESOLUTION READ 


THE ABSENCE of the late 
Lamar Forrest, twice president of 
the National, former president of 
the Texas association, and recog- 
nized and respected for his leader- 
ship in the industry and in civic 
life, was the only sobering note. 

A memorial resolution adopted 
by the convention pledged members 
“to create a living memorial to 
Lamar Forrest through practicing 
in our own lives to the best of our 
ability those excellent qualities of 
progressive thinking, intelligent 
action, warm friendship, honor and 
unselfishness, all of which were ex- 
emplified in his career.” 

Other officers elected for the 
coming year were: W. B. Hender- 
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son, Fort Worth, first vice presi- 
dent; W. B. Milstead, Houston, sec- 
ond vice president; William B. 
Carssow, Austin, third vice presi- 
dent; Verner McCall, Houston, 
treasurer; M. T. Bronstad, Denni- 
son, sergeant-at-arms; Jack Dionne, 
Houston, honorary secretary and 
Gene Ebersole, Houston, executive 
vice president. 

New directors are: C. R. Owens, 
Texas City; William F. Ford, 
Amarillo; Warren F. Keys, Mar- 
shall; Bruce Cunningham, Tex- 
arkana; J. W. Buchanan, Luling; 
M. D. Ivey, Rotan and Homer 
Maxey, Lubbock. 


J 





Over 900 dealers registered be- 
fore the _ convention officially 
opened, helping thin out the cus- 
tomary long registration lines. As- 
sociation officers, directors and 
wives were hosts to a cocktail party 
honoring exhibitors in the Buc- 
caneer ballroom Sunday afternoon. 
In the evening President and Mrs. 
W. B. Oldham were hosts at a din- 
ner honoring the officers of the as- 
sociation in the Balinese Room. The 
general public was given its first 
opportunity to view exhibits Sun- 
day night with the grand opening 
for convention visitors following 
on Monday morning. 


PRESIDENT OLDHAM’S REPORT 


THE OFFICIAL business ses- 
sion opened Monday afternoon. 
President Oldham in his report to 
the convention announced an asso- 
ciation membership of 1,561 as of 





THREE key figures in convention activities were W. B. Oldham, retiring association president; 
Lynn Boyd, who talked on the Industry-Engineered home and Gene Ebersole, executive vice 
president. 
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WESTERN PINE ASSN. 






Birth of our new Lincoln Lumber Com- 
pany mill will enable us to cut away at 
the logjam of back orders from regu- 
lar customers for high-quality Dixon 
lumber products...A "blessed event" 
—we'll say so! 


This new Dixon mill, on the shore of 
Roosevelt Lake (the 15l-mile back- 
waters of Grand Coulee Dam), will be 
one of the most modern and efficient 
in the world. Operating at full capac- 
ity, it will turn out 16,000 feet of con- 
sistently finer Dixon lumber products 
every hour. 


THE DIXON INDUSTRIES 
GRANT ax GRANT DIXON,JR. HAL R. DIXON 


PRESIDENT VICE-PRESIDENT E TREAS- MANAGER 
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— PONDEROSA PINE WOODWORK 
NATIONAL DOOR MERS. ASSN.— NATIONAL WOODEN BOX ASSN. 
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Looking for- 
Quick Turnover? 


BIGGER PROFITS? 


Then you're looking for Gate City Awning Windows. 
Repeat orders from active building areas coast to coast 
prove that stocks of Gate City Awning Windows turn 
over fast. Former LCL purchasers are now buying by 
the carload — earning our attractive carload discount — 
giving their customers the /atest in windows at a com- 
petitive price. Only one size (3-36-18) answers 75% 
of their needs! 


What Accounts For This Amazing Popularity ? 
Sales are skyrocketing because of our consistent adver- 
tising in Small Homes Guide and Progressive Architec- 
ture. Thousands of Florida vacationists are telling their 
friends back home about the amazing comfort, conven- 
ience and satisfaction these wonderful windows provide. 


Buy As You Like! 
Order windows complete (glass, hardware installed, 
screens included), KD in carload lots, or hardware 
only. Write for our attractive proposition today! 
GATE CITY SASH & DOOR CO., Dept. AL 
Fort Lauderdale, Florida 





Export Sales Representative, Frazar & Co., 50 Church St., New York 7, N. Y., U.S. A. 
Cable address: Frazar, N. Y. Agents in principal cities throughout the world. 




















H. L. STOKELY, newly-elected president of 
the Texas association. 


Jan. 31, 1948. Highlights of his 
report included the co-operative 
help of retail dealers in the Hous- 
ton, Galveston and surrounding 
areas in supplying building mate- 
rials to Texas City following the 
explosion of last year; the organi- 
zation of a Hoo-Hoo Club in Amar- 
illo with a class of 75 kittens; 15 
district meetings held with a total 
attendance of 1,456 and the sched- 
uling of the fourth 30-day school 
at S.M.U. starting June 7. 


Herb Lotz, J-M representative, 
announced earlier that a four-year 
course in light construction leading 
to a B. S. degree will be available 
at Texas A & M College starting 
in September. 


Roy Wenzlick, whose real estate 
forecasts were reported fully in an 
earlier issue of AL&BPM, was fol- 
lowed by Ray Saberson, trade pro- 


motion manager of Weyerhaeuser 
Sales company and Snark of the 
Universe. 

Urging dealers to learn how to 
compete with chain stores and 
other masters of merchandising, 
Mr. Saberson pointed out that 51 
percent of all building materials 
now reaching the public does so 
without the help of the retail lum- 
ber dealer. Appreciation of what 
the customer means to the dealer 
has been lost, added the Weyer- 
haeuser executive. 


HOO-HOO PLANS 


IN THE evening at a meeting of 
committeemen from various sec- 
tions of the state, plans were made 
for a state-wide Hoo-Hoo organiza- 
tional drive. Lynn Boyd, who 
talked before many district meet- 
ings on the Industry-Engineered 
home this past year, has also been 
active in reviving Hoo-Hoo. This 
time speaking as Snark of the Uni- 
verse, Mr. Saberson said he is con- 
vinced that Hoo-Hoo is the in- 
tegrating factor that will bring all 
segments of the industry together. 
He said more requests are being 
made to organize clubs than can 
be filled. Membership is now ap- 
proaching the 5,000 mark. 

With nine graduates of the 30- 
day school sitting on the platform, 
Mr. Herb Lotz conducted a typical 
30-day class for the convention. 
Although 121 men _ have been 
graduated in Texas from 30-day 
schools, it was pointed out that this 
is hardly one percent of total yard 
employes. 


LYNN BOYD SPEAKS 


DECIDED savings in material 
and labor can be effected by build- 


LEADING figures, at left, at the Hoo-Hoo dinner were Snark of the Universe Ray Saberson; Lynn Boyd, 
Pampa, who is directing the state drive; Robert G. Brown 11166, Carthage, veteran Hoo-Hoo member; 
John R. Armstrong 33619, president, Amarillo Hoo-Hoo club. Demonstration class, right, of typical 
30-day school in session was feature of the convention. 
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ing Industry-Engineered homes, 
Lynn Boyd, prominent Texas re- 
tailer, told the convention. Mr. 
Boyd has two I-E houses nearly 
completed. One of these has been 
appraised by the FHA at $8,000 
including a $1,000 lot. 


The effectiveness of the advertis- 
ing-publicity kit sent out by the 
National was illustrated by Mr. 
Boyd, who said that 15 inquiries 
resulted from the I-E home ad he 
ran just after he started construc- 
tion. 


The two houses being built by 
Mr. Boyd are 16x24 and 16x28. 
They are built on a solid concrete 
foundation and utilize 2x10 floor 
joists. The overall cost includes 
termite shields, storm sheathing, 
roof sheeted solid shadow shakes 
on side walls, No. 1 oak flooring, 
fully insulated walls and attic; slide 
door in kitchen; weather stripped 
window units. Plumbing costs ap- 
proximated $900. 


“My belief,” declared Mr. Boyd, 
“is that with the savings and short 
cuts in this I-E home program and 
with all segments of the building 
industry working together, we can 
and will do the job of supplying 
the homes that are needed. This 
is a long-range program. My plea 
is that each dealer build at least 
one house.” 


The final speaker Tuesday after- 
noon was Hugo H. Clegg, assistant 
to FBI chief J. Edgar Hoover, who 
pointed to the increase in juvenile 
delinquency, particularly in rural 
areas, and called upon the dealers 
to ally themselves with law enforce- 
ment agencies in a war against 
crime. 
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Three: Our strategically-located 
three warehouses—with expanded 


“TRY it—Get Free 





FOR eNTORY : facilities will give you speedy, . Companion Product Lge le adie Make An 
add > “right now” service to insure customer Armstrong's No. 33 P Y 
AND a - ‘ : Glazing Compound mer- 

pRICE ust satisfaction; your customer, that is. its a place in your Test You Care To! 


packaged goods dept. 
It’s like ARM-GLAZE 
plus one more feature: 
it won’t even dry out 
in an opened can. Sell 
“*33"" for small glazing 
jobs, repairs, to home 

_ handy-men. It’s defi- 
nitely far ahead of 
any buttv. 


Lea NO. 2 
INDIANAPOLIS PLYWOOD CORP. 


1300 BEECHER ST., INDIANAPOLIS 7, IND. GARFIELD 4433 
1ST. & COLUMBIA STS. LAFAYETTE, IND. PHONE 2345 


OHIO VALLEY 
PLYWOOD CO. 


VINE AT SPRING GROVE 
CINCINNATI, OHIO 
WOODBURN 9280 


As close to you as your telephone. 


Note big operators now using ARM- 
GLAZE, as listed above. You, too, 
should welcome the economies we make 
possible. Write today to nearest Arm- 
strong plant for FREE sample — 
enough ARM-GLAZE to make every 
conceivable test. 























COMPANY 


4065 So. LaSalle St. 241 So. Post Ave. 319 So. Crowdus St. 
Chicago Detroit Dallas 
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SOME BOOBY TRAPS—you expect. Others are a 
surprise. Here’s one to alert yourself for. You’ve heard 
this is the beginning of a new, much more competi- 
tive era...the beginning of a new era in which the 
big fellows are going to squeeze out the little fellows— 
if they can. They’re trying already. 

You’ve heard, too, that the only way to survive is 
to use every modern merchandising tool within your 
budgetary reach. ..the most scientific sales psychology 
and selling methods, the most provocative, eye-com- 
pelling displays, the hardest-selling advertising, the 
most attractive, convenient, inviting store layout. 

All this makes sense—good, hard, cold dollars and 
cents. This is the only way to survive in a hard, cold, 
dog-eat-dog competitive era. But before you embark 
any further om any campaign to improve your mer- 
chandising, layout or service... 

...Ask yourself THIS question: “What are the 
things my reputation is built upon—the things that 
make people choose me and my service in preference 
to each of my competitors and their service—the 
things that bring them back and back to my yard?” 

Is the answer friendly, personal service—the kind 
that takes more time? Or is it fast, streamlined serv- 
ice—the kind that’s more efficient from a standpoint 
of time, but less human and personal? Do people like 
to browse around your salesroom because it’s more 
like an old-fashioned country store—or because it’s 
more like a modern department store? 

To meet the new competitive era, modernize—yes. 
Use every new, improved advertising and merchandis- 
ing tool at your command. But in doing so, DON’T 
CHANGE THE CHARACTER OF YOUR BUSINESS 
—the things your reputation is built on, the things 
that make people come first to you. 

If people like you because you’re old-fashioned, see 
that your yard retains that old-fashioned air, but 
offer it to your public in a more attractive setting. 
If you’re known as “the dealer who has everything’’, 
see that you still create that impression—in your 
salesroom, your advertising, your store promotion— 
even if you do find it smarter to cut your inventory 
now. 





YOU'RE WANTED—for a new job. You spend hours 
briefing your salesroom and outside sales staff on the 
Do's and Don'ts of selling—how to open a sale, what to 
say about insulation, what not to say about roofing—how 
and when to close a sale. 

But have you spent any time on human motivation? It's 
our day-to-day, hour-to-hour HUMAN relations that make 
our business what it is or break it. And it's your indi- 
vidual employees’ understanding of human motivation and 
the art of getting along with other people that spells the 
difference between profit and loss. 





HERE IS A TYPICAL CASE HISTORY — and 
what to do about it. Let’s start with John Q. Sourpuss.: 


By Norm Advertising, Inc. 
New York, N. Y. 
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In he walks, sourly inquiring about siding sam)les, 
At first your salesman smiles politely (overlooking Mr, 
Sourpuss’ snub) and tries to be as courteous as )0s- 
sible—then turns a little sour himself as this encsun- 
ter progresses from bad to worse. And the chances are 
your normally genial salesman will go on feciing 
soured long after the sour, surly Mr. Sourpuss has 
departed. 

Result: (1) Your salesman will communicate his 
sourness to your customers, building ill will for vou. 
Or, (2) still smarting under Mr. Sourpuss’ unreason- 
able remarks, he will try to suppress that sourness— 
and in consciously trying to suppress it, communicate 
it to your customers anyway. 

In any case, John Q. Sourpuss will prevent vour 
No. 1 salesman from doing his best work—unless 
YOU turn Professor and explain human motivation 
to your sales staff. 

Here’s how to deal with it. Teach your employees to 
forget their own egos in business—to take it for 
granted from the word go that most rudeness and 
abruptness in business is not directed at them per- 
sonally; most often it is occasioned by things that 
happen before the customer ever walks in your store. 

Either he’s had a spat at home or at his office— 
lateness on somebody else’s part has caused him to 
be late for all his appointments all day—his wife is 
having a baby—his business partner has just broken 
some bad news—or maybe he’s worried stiff he’s 
getting an ulcer. 

Nobody knows. But whatever is upsetting him can 
set off a whole chain of bad tempers, bad reactions, 
bad impressions. And it’s bad business in more ways 
than one—unless you train your personnel to use their 
imagination...to take the objective view instead of 
the sensitive, personal viewpoint. 

Open their eyes and help them to get down to basic, 
underlying causes and be more understanding. Show 
them Mr. Sourpuss is more to be pitied than hated... 
that as a human being, as well as a customer, he needs 
help—badly. And teach your employees to nip all bad 
human relations in the bud before they have a chance 
to spread more bad impressions. 

Your efforts to brief your staff on human relations 
will more than pay you. Your employees’ relations 
with each other will improve as well as their relations 
with your customers—valued ones and difficult ones. 
All kinds. 





WHY NOT MAKE MAY _ BETTER-HUMAN-RE‘A- 
TIONS MONTH — in your store, in your outside selling, 
in your advertising, your displays? 

And why not make it Better-Human-Relations Month 
with your employees, with your customers, your fellow 
dealers, your competitors and those men and women in 
allied fields who can help you—the architect, the con- 
tractor, the savings and loan administrator, the bank 
executive, the real estate operator, the carpenter—and 


that man who's such a whizz-bang at everything, the jack 
of all trades and odd jobs? 
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WHOLESALE DISTRIBUTOR 


West Coast Lumber 


and 


Lumber Products 


SPECIALIZING IN 
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HAVE CHANGED TOO 


The home builder today considers proper 
insulation as important as a good foundation or 
roof. Insulation is an investment in comfort, health 
protection and fuel savings — and no other 
insulation fills the bill better than Lo-“K”. 

Lo-"K” is from 4% to 36% more effective than 
other insulations. It is an all-purpose insulation 
... feather-weight, flexible, easy and quick to 
install. It is vermin proof, fire and moisture 
resistant, will not sag. 

Sell Lo-“K” to your customers with the firm 
assurance that it will meet the most rigid 





requirements 
for sterling 
performance. 


Lockport Cotton Batting Co. | 
Dept. AL-5, Lockport, N. Y. | 
Gentlemen: Please send me full informa- 

tion on Lo-*K*’ Cotton Insulation. | 
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the blueprints are in a conven- 
ient 12x18 inch size and with 
plans fully detailed. Please order 
plans by number, enclosing pay- 
ment and address to American 
Lumberman & Building Products 
Merchandiser, 139 North Clark 
street, Chicago 2, Ill. 
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r= BED RM 
t-6 x 4-0 
GARAGE , 
12-6 x 20-0 ae ih H 
NOTE NEW PRICES 
; ; [°° > ie 
Complete working blueprints, 
specifications and material esti- KITCHEN DINING 
mator of any house design pub- She F 1 0-01120 9 
lished in this magazine are avail- IRER pane 
able at the following prices—one ~ beet 
set $7; 2 sets of same plan $12; | Se, « 
three sets of same plan $15; four (TERSET 
sets of same plan $18 and must | ae 
be ordered at the same time. All 46'.0" 


HOUSE PLAN NO. 888 
930 Floor Feet 
18,600 Cubic Feet 


(Garage and Porch not included) 
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New House Plans 


HOUSE PLAN NO. 886 
1041 Floor Feet 
20,820 Cubic Feet 
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Snappier 
Installation 


SAGER ‘‘2-bores”’ are fast 
to install. Just bore two 
holes, cut shallow mortise 
for front. Save time, money. 


Snappier Action 


Here are the tubulars that 
really put “‘action ’’in*‘sat- 
isfaction’’!They work right 
for they are made right! 





The fine snappy 
action of the new 
SAGER “2-bore” Tu- 
bulars is the result of 
long experience in lock 
design and construction. 
Naturally,only prime, time- 
tested metals are used. And 
there are designs for every 
need. You'll find SAGER “2- 
> bores” tops for fast installa- 
tion .. . tops for beauty. They 
will appeal to the builder 
whois“budget-wise” because 
they represent, in every re- 
spect, a topmost value. 
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OOR EQUIPMENT 











@ Home builders and owners 
choose ‘“Over-the-Top” Door 
Equipment because it’s more 
practical and costs less. It per- 
mits garage doors to be archi- 
tecturally designed . . . comes 
in 19 sizes. Also available in 
complete wood or aluminum 
door units. ‘“Over-the-Top” 
gives lasting satisfaction be- 
cause: (1) roller-bearing, fibre- 
wheeled hangers run silently, 
cannot derail; (2) over-size 
springs do all the lifting; (3) 
channel iron arms mean 
strength; (4) patented brake 
(on equipment for doors over 


150 Ibs.); (5) patented “automatic opener” starts door 
when unlocked; (6) steel weather-strip seals out cold, rain 
. . . locates bolt and screw holes . . . speeds installation. 











THERE’S AN “OVER-THE-TOP” SET 
FOR ANY SIZE GARAGE DOOR 

















Type of Stock Pounds 
Hdwe. i No. Width Height Wst. of Door 
Light 
Weight 
Series _ 80 Jr. 7’ to 8’ 6’6” to 7’0” 100 to 150 
74 7’ to 8’ 6'6” to 7’3” 100 to 150 
178 7’ to 8’ 6’8” to 7’3” 150 to 250 
75 7’ to 8’ 7'4” to 8’0” 100 to 150 
? 78 7’ to 8’ 7’4” to 8'0” 150 to 250 
Welght 781 7’ to 8’ 7’A” to 870” 200 to 300 
Series 93 8’ to 14’ 68” to 7’3” 150 to 250 
94 8’ to 14’ 7’4” to 8'0” 150 to 250 
782 8’ to 16’ 68” to 7’3” 200 to 300 
783 8’tol6’ 7A” to 80”. 200 to 300 
716 8’ to 10’ 9’1” to 10’0” 200 to 250 
716 8’ to 13’ 8’1” to 9’0” 200 to 275 
on 716 8’ to 16’ 66” to 80” 200 to 300 
Series 718 8’ to 14’ 9’1” to 10’0” 180 to 375 
718 - 8’ to 16’ 8’1” to 9’0” 210 to 425 
_ _718 _—8" to 18” _6'6" to 80” 2.40 to 475 
Extra 912 9 to 14’ 11/1” to 12’0” 300 to 600 
Heavy 912 9’ to 16’ 10’1” to 11’0” 335 to 650 
Series 912 9’ to 18’ 9’0” to 100” 375 to 720 














Write for free illustrated catalog on **Over-the-Top"’ Door Equipment ‘and 
Complete Wood and Aluminum Door Units. 


FRANTZ 


GUARANTEED BUILDERS HARDWARE 





FRANTZ MANUFACTURING CO., STERLING, ILLINOIS 
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Ten Years Ago and Now 


T THE 11th annual conven- 

tion of the Montana Retail 
Lumbermen’s association, interest- 
ing then-and-now comparisons were 
made of 125 identical yards in the 
state. Volume, for example, stacked 
up as follows: 


Me  vuatewen $ 4,567,000 
De ba casos 10,500,000 
That indeed is something to 


think about! 


Parade of Products 


PEAKING OF Montana brings 

to mind one of the most in- 
structive days we have spent at a 
lumber dealers’ convention... a 
full day devoted to a Sales Oppor- 
tunity Clinic in which a parade of 
products were discussed intelli- 
gently by lumber dealers and 
others who knew how to make the 
most of the merchandising oppor- 
tunities inherent in the various 
lines. It was an illuminating and 
profitable experience for all parties 
concerned. 

* * 


Best line from a current popular 
song: “Look to the fellow who 
follows a dream.” 

* * * 


Style Show of Building Materials 


T MANY CONVENTIONS 

style shows for the visiting 
ladies are put on by local stores. 
We have often wondered why it 
wouldn’t be a good idea to show 
what the well dressed lumber yard 
will be wearing in the way of new 
products. Secretary Howard of the 
Montana association demonstrated 
it can be done. However, it repre- 
sents a tremendous amount of prep- 
aration and a setup which often is 
lacking. 

%* * * 
"Color Train" 

T THE SAME meeting Frank 

P. Connolly, chairman of the 
Color committee National Paint & 
Lacquer association, spoke impres- 
sively of the importance of color 
in our daily lives. One thing we 
remember vividly was his story 
of using a certain light in a din- 
ing room which changed completely 
the color of food served. One-half 
of the guests could not eat at all 
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and the half that tried to do so 
got sick and did not finish the 
meal. 


“What qualities do you look for 
when hiring your salesmen?” 
“The unquenchable fire of enthusi- 
asm,” replied the sales manager 
of one of the nation’s greatest 
sales forces. 
$2 Billion Volume 
EARS ROEBUCK having 
passed the $2 billion mark in 

1947 (a figure’ never reached be- 
fore by a single retail company), 
it is interesting to note that nine 
percent of the total was made up 
of building material sales. That, 
according to our method of calcula- 
tion, is $180,000,000—an amount 
not to be sneezed at when it comes 
to appraising the competition of 
the future. 

If you don’t like criticism, it is a 

simple matter to avoid it. All you 

have to do is say nothing, do noth- 

ing, be nothing. 


The "New Look" in Competition 


HILE WE ARE on the sub- 

ject of competition, and 
what we will be up against in to- 
morrow’s race for the consumer’s 
dollar, we were told a few days 
ago that the largest mail-order 
house bought 11,000 carloads of 
roofing in ’47, the next largest pur- 
chased 7,000 cars and the third 
largest, one of the big chains, came 
through with 4,000 cars. These 22,- 
000 carloads do not include the 
co-ops, applicators or the many 
other companies, other than lum- 
ber dealers, now selling building 
materials. 

Are we putting too much em- 
phasis on the subject of competi- 
tion ... the “new look” as it were? 
We hardly think so. At least it’s 
the subject of conversation nearly 
everywhere we go... as far as 
many manufacturers are concerned. 
Question is will lumber yards alone 
be able to absorb their output when 
supply catches up with demand? 
Every producer is looking for effi- 
cient, low-cost distribution. Out- 
lets, tomorrow, will be the crying 
need. 
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Good Display Counts 
N A BUSY STREET, a few 
days ago, the show window of 
a chain grocery store stood out so 


vividly from the _ run-of-the-pile 
windows in the same block, we 
stopped to give it the once-over 
and try to ascertain wherein it was 
so different. Our conclusion: The 
glass was immaculately clean. Four 
attractive posters called attention 
to the prices of the goods on dis- 
play, all of which were piled sym- 
metrically in uncrowded areas. It 
was all very simple but it did the 
business. The place was filled with 
customers while two other ‘“con- 
glomerate” grocery stores in the 
same block were dull, uninterest- 
ing and almost empty. 


NEWSPAPER HEADLINE: “Pre- 
fab field seeks to cut output 
knots.” is a good word for it in 
many cases. 


"Gallup" Poll 


bh HAT OPINION do the home 
folk have of your com- 
pany?” asked NRLDA President 
Norman P. Mason in one of his able 
talks. ‘It’s a good question. Not 
many dealers know the answer. 
Wonder why it wouldn’t be a 


good idea to conduct some sort of - 


a “Gallup” poll in order to find 
out. Most dealers probably would 
not care to publish the results, es- 
pecially after several years of a 
sellers’ market. Or, if they were 
willing to do so, they rightfully be- 
long in the Super-Merchant class. 
* * * 
Lumber in the Home 

RT BRINK, Kansas City lun- 

berman, made the statement, 
before a civic club in Ottawa, 
Kansas, that if you gave the lun- 
ber to the home builder, the house 
still would cost him more than in 
1940. These are the figures he 
used: 

Cost of the 1940 house in Ot- 
tawa, $3087.10. The 1947 cost, 
$5639.30. Cost of lumber items, 
$1742.80. Deduct the lumber and 
you have $3896.50 left in ’47 as 
against a total cost in ’40 of 
$3087.10. Certainly a new and 
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TOUGH ASH 


4/4'to 16/4” No.2 Common & Better 


-CYPRESS 


-Southern Hardwoods 


BIRCH PLYWOOD 


MAHOGANY 
LUMBER AND LOGS 


Leading Importers of Tropical Woods 


DIXIE aa DIXIE mono 
COMPANY, Inc. COMPANY, Inc. 
8201 FIG ST. NEW ORLEANS, LA. CONWAY, SOUTH CAROLINA 
DIXIE LUMBER DIXIE LUMBER DIXIE LUMBER DIXIE LUMBER DIXIE LUMBER 
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— 500 to 1500 Feet Per Hour 
Write for bulletin. 
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LANE FEATURES - 


that mean MORE PRODUCTION 
® Powerful Feed Works — Faster Feeds ' 
_@ Ball and Roller Bearings Thruout 
¢ Accurate Setting Device 

— the millman’s favorite “Set” 







W.\ | Sa ee Company MONTPELIER, VERMONT 
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novel way of pointing out that 
lumber isn’t the principal reason 
for the high cost of houses as so 
many believe. 

* * ~ 


More About Color 


SHORT TIME ago at Denver 

we listened to a talk on how 
to sell wallpaper in the lumber 
yard... or anywhere else for that 
matter. It sounded so simple we 
wanted to go into the wallpaper 
business. However, it resolved it- 
self into the fact that what you 
actually must do is not sell wall- 
paper itself but color and decora- 
tions. If you can do that your 
wallpaper sales will zoom and your 
profits too. 

* * * 


Man and His Business 


T THE TEXAS Lumbermen’s 
convention R. N. Ballow 
(Sherwin Williams executive) 
told us that the four phases in the 
life of man are: 
1. Youth 
2. Middle Age 
3. Maturity 
4. Old Age 
The life of his business corre- 
sponds exactly and may be set 
downas... 
1. An enterprise 
2. An established enterprise 
3. An enterprising  establish- 
ment 
4. An establishment. 


* * * 


Tops in Introductions 


ACK DIONNE, at the same 
meeting, related how the 
chairman of a gathering of colored 
folks rose to the occasion in intro- 
ducing the speaker of the evening 
with— 
“We will now fotch out de rousa- 
tion!” 


* * % 


The trouble with political proph- 
ets is that so many turn out to 


be a loss. 
%* * * 


Good Advice 


66 E DEFINITELY think it 

advisable to check again 
on the reliability of supplier,” says 
Don Campbell in Business News, 
published by the Kentucky Retail 
Lumber Dealers association. “Many 
new firms have entered this field 
looking for a lush market; many 
have kept their heads above water 
only because the market would ab- 
sorb anything that looked like a 
critical building item. By and large 
most of these items-can -be ob- 
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tained now, some with a little more 
difficulty than others, but it is 
rapidly nearing the point where the 
most efficient and well established 
firms can handle our business”. 
* * %* 
Government appears to want to 


regulate everybody and every- 
thing ... except Government! 


s * . 


Hot Potato! 


66 NE WAY to hold down infla- 
tion is to cut down on Fed- 
eral spending,” bulletins the Min- 
nesota Taxpayers association. 
“When the government buys 
96,000,000 bushels of potatoes, out 
of which approximately 27,000,000 
bushels were destroyed or left to 
rot—that’s one reason why govern- 
ment costs more than food.” 
*% * * 
Competition is beginning to har- 
den selling muscles in some lines. 
* * * 


Interesting Comparisons 


E HEAR MORE about the 

high cost of housing than 
the high cost of anything else. 
Why? Especially when you take 
the following increases, since 1939, 
into consideration: 

Home construction . 

Farm products 

Factory wages 

Food prices 

We quote from an interesting 
folder prepared by the National 
Retail Lumber Dealers association 
which also calls attention to the 
fact that $2,670 of a $10,000 house 
is tax cost. Of this tax cost, $1380 
was added tu construction costs 
since 1939. That’s a tax increase 
of over 100 percent. Housing is 
up only 89 percent. 

(There are four excellent folders 
in the series available through the 
National Association. Each of your 
customers should have all four.) 


. 87.5% 


% * * 


TOUGH JOB: Selling a product 
you don’t understand to a cus- 
tomer you don’t know. 


* * * 


Lush Market 
EPAIRS FOR non-farm homes 
will cost $2600 million to 
$3300 million in 1948 according to 
the Tile Council of America. Out 
of every 100 homes... 
30 will need painting inside 
or out 
12 will be re-roofed 
10 will have heating equip- 
ment replaced or rebuilt 
9 will have major plumbing 
work done 
6 will have carpentry work 
done 


Dealer vs. Applicator 


WISCONSIN lumber dealer 

who quoted on a sidewall job 
in competition with an itinerant 
applicator was pleasantly surprised 
to find his regular price was $150 
lower than the’ out-of-town’er. It 
was ever thus, but the customers 
whose sales built up the applicator 
industry didn’t know it. 


* %* * 


More Coming In Than Going Out 


UMBER EXPORTS for 1947 
totalled one billion feet, ac- 
cording to the Census Bureau, but 
are still far below the prewar de- 
cade. For the seventh consecutive 
year imports were greater than ex- 
ports—13 percent more in 1947 to 
be exact. 


* & 


Down... or Up? 


HERE ARE SEVERAL defla- 

tionary factors still in the 
building picture that were not there 
at this time last year: 

(a) Increasing inventories of 
practically all building materials 
with the exception of a few scarce 
items. Lumber, one of the most 
important materials, is in far bet- 
ter supply in most areas. 

(b) Rigid tightening of G.L 
building credits in all parts of the 
country. 

(c) Apprehension on the part of 
speculative builders to start con- 
struction of homes with no assur- 
ance of a ready market. 

(d) Drastic drop in commodity 
prices. 

Question is how much of a down- 
ward pull these factors will have 
upon prices, if any. If not suffi- 
ciently strong to cause reductions, 
they should at least stop the up- 
ward spiral. 

* * * 


Stop, look and listen seem to be 
the order of the day with more 
and more ultimate consumers. 


* * * 


What of the Future? 


OST DEALERS, and the same 

thing is true of the majority 
of selling organizations, are look- 
ing forward to the time when it 
will be necessary to take off their 
coats, roll up their sleeves, and 
really go to work earning their 
sales. It’s a far more healthful 
situation. Safer, too. Nothing is 
more debilitating than easy “go- 
ing’ and that applies to every at- 
tivity in all walks of life. 


May 8, 1948, AMERICAN LuMBERMAN © 


wn 


Se ee Bn 


S=eear 


pees 
++ 


tt 
'?eeenn.. 


oe eneee 


tH++ 
HH 









lealer 
ll job 
erant 
yrised 

$150 
Yr. = 
mers 
icator 


Out 


1947 
t, ac- 
1, but 
ir de- 
cutive 
in ex- 
47 to 


defla- 
n the 
there 


s of 
erials 
scarce 

most 
r bet- 


G.I. 
of the 


art of 
; con- 
assur- 


nodity 


down- 
have 
suffi- 
‘tions, 
ie up- 


o be 
more 


same 
jority 
look- 
1en it 
their 
and 
their 
Ithful 
ing is 
“g0- 
ry at- 


b 


AN CG 













dl the Dereoning 


with this great sales story ! 
& 34,000,000 readers will see 
( Lumite’s great Spring campaign ! 


Now-A 



















YOU SELL 
TOP QUALITY 


Mitered corners electri- 
cally welded for greater 
strength. 





— 






2 Exposed welds ground 
smooth for better ap- 
. pearance. 


3 Cold formed sections—~ 
straighter edges, tighter 
fit. 





4 Double weathering he- 
tween inner and outer 
frames. 
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K Greatest campaign in screening history, it will sell 

© Lumite for YOU... with 27 advertisements in eight 

great magazines. Get the consumer story from the ad. 

Tell it—sell Lumite. Order from your hardware, build- 

ing supply or woodwork wholesaler. Or write for 

Teli] °)(-53m cole DY-1 0) MNCL 2m OT, 00 dB) ADS) 1@)» Hm Gal [ote] of 1 
Mfg. Corp., 47 ‘Worth St., New York 13, N. Y. 
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5 Muntins welded to frame 
—no gaps. 
















6 Heavy gauge steel—no- 
sagging, dependable life- 
time perfermance. 








7 Top quality hordware, 







STEEL 
WINDOWS 


Your better builder customers will prefer Good- 
craft Steel Windows. They are made better—look 
better—yet cost no more. 

It will pay you in customer good will as well as 
greater profits to sell the Goodcraft line of steel 









1S 
ger go0oD CRAF 









windows—residential, basement, and utility. Don’t 
wait! Write for complete details about Goodcraft’s 
greater profit franchise for your area. 







Goodcraft Windows are manufactured in all standard 
sizes as recommended by the Metal Window Institute. 


BASEMENT WINDOWS 


Featuring: Rigid all-welded 
steel construction e¢ Inter- 
changeable vents e Off-the- 
job glazing « Economical 
installation « Weathertight 
locking e¢ Three standard 
sizes e Metal screens. 


FAST DELIVERY 


Order now to assure fast delivery from stock. _ 



































METAL PRODUCTS CO. 


/ 2526 Fifth, Detroit 1, Michigan 






fe 6000 CRAFTSMANSHI 
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New Cutting Tool 

Just announced is a new cutter, 
called the Manco junior, and is de- 
signed to fill the need for a cutting 
tool between the wire cutting piler 
and the bolt cutter. According to 
the manufacturer, 50 pounds pres- 
sure at the handles affords two 





tons cutting power at the jaws, yet 


it is only 12 inches overall. It can 
be used to cut mild steel bolts up 
to %4 inch, rods, screws, rivets, 
nails, fencing of any hardness up to 
heat treated or hardened steel. For 
more complete information write 
Manco Manufacturing company, 
Dept. AL&BPM, Bradley, II. 


New Thermopane Sizes 


Addition of six standard sizes 
of Thermopane insulating glass for 
picture windows to meet the de- 
mand for large size windows has 
been announced. Standardization 
of sizes was instituted some months 
ago to speed up fabrication and 
delivery of these window units 
which consist of two panes of glass 
separated by a dehydrated air 
space, sealed in by a metal-to-glass 
bond. The standard sizes are usable 
either with wood or metal type 
sash. Included in the new sizes is 
one 3514x36 inches, especially for 
a wood sash picture window unit 
with flanking casements for over 
a kitchen sink. The addition of the 
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PRODUCES SALES AIDS - LMERATURE 


new units brings to a total of 69 
the present number of sizes, which 
are being turned out on a produc- 
tion basis. Other sizes may be 
made to order. For more complete 
information write Libbey-Owens- 
Ford Glass company, Dept. 
AL&BPM, Toledo 3, Ohio. 


Wire Rope Handbook 


Recently published is a two-color 
combination catalog and handbook 
for general distribution. This new 
119-page publication, Wire Rope, 
prepared and edited by the Tech- 
nical committee of the Wire Rope 
institute, contains a wealth of use- 
ful information in the selecting 
buying and using of wire rope, 
along with data on fittings attach- 
ments, splicing and other related 
subjects. Copies are available with- 
out charge by writing to the Wire 
Rope institute, Dept. AL&BPM, 
1044 shoreham building, Washing- 
ton 5, D. C. 


Radial Borer 


The base of the Root Radial 
Borer is a one-piece casting of lib- 
eral proportions giving the machine 
a level, solid footing. Both the 
spindle frame and the table are 





equipped with ball bearing slide- 
ways for hand and foot feed. 
Either the table or the spindle 
frame can be locked, depending on 
whether hand or foot feed is used. 
Both the ball bearings and the slide- 
ways are precision heat treated 
steel, giving free and easy motion. 
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‘locked 


_ 2438 Beekman street, 


The spindles are mounted on motor 
plates which are adjustable. They 
are individually motorized units 
providing one H.P. at 3600 R.P.M. 
directly to the point of boring. Each 
spindle is equipped with a geared 
head that can be swung through 
an eight inch diameter circle and 
in the position required. 
For more complete information 
write B. M. Root company, Dept. 
AL&BPM, York, Pa. 


Lighted Aluminum Sign 


A new illuminated sign on Perm- 
ite ready-mixed aluminum paints 
has lettering and design in striking 











red, aluminum and black on frosted 
glass. The case is finished in alumi- 
num and illumination is provided 
by 60-watt bulb. The size is 11x10 
inches. This sign together with 
three new full-color. window 
streamers, counter display cartons 
and large easel-back window card 
offers point-of-sale attraction. De- 
tails on obtaining this complete 
display material may be secured 
from the Paint division, Aluminum 
Industries Inc., Dept. AL&BPM, 
Cincinnati 
25, Ohio. 


Aluminum Eaves Troughs 

Now being produced is aluminum 
eaves trough, conductor pipe and 
fittings. The trough is available 
round or square; the pipe can be 
round, corrugated and square. It 
is said to be rust, rot and vermin- 
proof and to weather to a soft, gray- 
white so that it does not require 
painting. It can be painted if de- 
sired. A10-foot length of trough 
weighs less than 314 pounds. It is 
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“The greatest improvement the paint business has 
son is giving it terrific backing in national advertis- 


UDSON Fay" 
Lohish OP 

da PAINT GUN 

+ MONEY 

ever known.” That’s what they’re saying about the 
amazing new Hudson Lektrik Paint Gun. And Hud- 
ing, promotion, and display. Get on the band wagon 
NOW and get YOUR share of the profit. 


Equipped with Portable Motor 


Hudson’s 110-120 Volt AC/DC motor 
develops 22 lbs. free air. Practical for 
homes and farms. A “must” for hob- 
byists. Paints smoothly with little 
effort. You always get a mnaster- 


willing, 


craftsman job. 


Every Kind of Painting 


Glass jar holds 24 oz. enamel, var- 
nish or paint. Paint Gun is equipped 
with adjustable sprayheads and di- 
rectional nozzle, for painting up, 
down, sideways or straight ahead. 
Fingertip control. No painting mess. 


seam 





Saves Time — Paint — Money! \ 


A lifetime investment. Sells for only 
$34.95 complete with motor, higher 
in western territories. Guaranteed. No 
extra gadgets, gimmicks or spare parts 
required, Just 8 pounds complete. 








NATIONALLY 
ADVERTISED 
IN ~ 


THE SATURDAY EVENING 
POST 


*T. M. Reg. U. S. Pat. Off. 






PAINT GUN 


OH. M. Co, 1947 
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FEATURES: 


Self-contained latch mechanism 
Reversible without disassembly 
No knob screws to get lost 
Adjustable to fit doors %4” 

to 1¥e” thick 
Separate locking dead-bolt 
Available with mortise or 

rim strike 
Priced for volume sales 


SNUG -TITE 
STREAMLINED 
CABINET CATCH 





Modern—Well designed. Keeps 
door tightly closed. Built to last a 
lifetime. Priced right. 
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SUREEY WASTER 


THE IMPROVED SCREEN AND 
STORM DOOR LATCH 


You'll like the customer ap- 
peal of the Screen Master, 
storm and screen door latch. 
Its top quality, appearance, 
and price builds profits. Stock 
up now. Ask your jobber 
for Screen Master, the im- 
proved screen and combina- 
tion storm door latch. 


E-Z-ROLL 
UNIVERSAL RUBBER 
ROLLER FRICTION CATCH 





Widely used—Low priced. 
Has positive holding action. 
Quickly mounted—easily 
adjusted. 






FAST DELIVERY 


Engineered Products are carried by most jobbers, If 


ENGINEERED your jobber cannot supply, write and send his name. 


AN 











H. D. Hudson Manufacturing Company, Chicago, lilinols, U. S. A. 
A Hudson Sprayer For Everyone Everywhere 
ORDER FROM YOUR JOBBER TODAY— OR WIRE HUDSON TODAY! 








FLINT 4, MICHIGAN 


ba- THE ENGINEERED PRODUCTS CO. 








said not to stain painted walls. 
The new equipment is installed by 
the traditional method. For more 
complete information write Rey- 
nolds Metals company, Dept. 
AL&BPM, 19 E. 47th street, New 
York 17, N. Y. 


Controlling Water Discoloration 


Use of Micromet in controlling 
corrosion, preventing lime scale 
and stopping red water discolora- 
tion in farm and other water sys- 
tems is described in a new illus- 
trated folder. Minute amounts of 
Micromet, slowly dissolved into the 


water systems by means of a Micro- 
met feeder control these troubles. 
The user simply adds a_ small 
amount of Micromet to the feeder 
once a month. It is a food-grade 
vitreous phosphate which is said 
not to affect the taste or odor of 
the water. Protection of hot water 
systems, air conditioning and re- 
frigeration systems and the cool- 
ing systems for equipment are 
among the many applications. For 
more complete information and a 
copy of the folder write Calgon 
Inc., Dept. AL&BPM, Pittsburgh, 
Pa. 





Can You Use 
These Items? 
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Try our specials. Consult us on 
your regular requirements. 
Scotch lumber has been satisfy- 
ing buyers for nearly 52 years. 
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C/L 1x6 “D” KD #116 Sdg. 
C/L 1x4 “D” KD Fig. 
C/L 1x4 #3 KD Fig. 


t2&Btr. AD Dimension 
Medium Grain & Bir. 
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“SCOTCH LUMBER co. 


SOUTHERN PINE @ 


SOUTHERN HARDWOODS 


FULTON, ALABAMA 


Mixed Cars a Specialty 


Member SPIB and NHLA 
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Door Holder 


Designed to hold doors while 
planing, drilling, etc., the new Dor- 
V-isE is equally useful in many 
other woodworking operations. 


Pointed set screws, two on either 
end of the feet will dig in and hold 
When not needed, 


on any surface. 











screws may be backed off. Feet 
are also rubber padded to prevent 
marring finished floors. There is 
a tongue on each foot for handling. 
By stepping on the tongue the jaws 
open and the work is placed in the 
vise. For more complete informa- 
tion write Stow Metal Products 
company, Dept. AL&BPM, 758 E. 
Kent road, Stow, Ohio. 


High Speed Radial Saw 

A high speed radial saw, especi- 
ally designed for economic cutting 
operations on wood, plastics and 


a & 
a. eos 


some composition materials has 
been announced. The new model is 
powered by a compact, light weight 
motor, available in one or two 
horse power ratings. The motor 
operates de-ac 25 to 60 cycles with 
a spindle speed of 8000 rpm. It 
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SLAYMAKER 
MORTISE LATCH SET 
NO. 202 


Escutcheon Plates—Wrought brass. 
4x1l%"' 

Front— Wrought brass, 3% x 14_"’ 

Knob— Wrought brass, 134’ diameter, 
projection 2" 

Lever Handle—Cast brass, 2°’, pro- 
jection 144°" 

Locking Knob—Cast brass; positive 
action. 

Interior Bolt, Locking Arm and Hubs 
—Extruded brass. 

Case—Wrovught steel, 2 x 1% x Yr’ 

Packed—One set in a box, with screws, 

Backset—13%4'’ reversible. Fits doors 
% to 15¥4"" thick. 

Weight—12 Ibs. per dozen. 


No. 202K 


Same as 202 but with key-locking 
mechanism and two. corrugated 
steel keys each. 


NO. 202 


SLAYMAKER NO. 2003 RIM LATCH SET 


NO. 2003 





Cast brass case and lever handle with wrought brass escut- 
cheon and knob. Reversible bolts. For use on screen and 


storm doors, either in-swinging or out-swinging. 


Case—2'% x 2%"' 

Knob—13%4"’ diameter, 134°’ pro- 
jection. 

Packed—] set in box with screws. 


Escutcheon—154"’ diameter. 


1%" 


Lever Handle—2"’ 
projection. 


long, 
Weight—91/2 Ibs. per doz. with screws. 


Write for Catalog No. 374 which illustrates and 


describes the Slaymaker line of quality: 
DOOR STOPS « KNOCKERS + LETTER PLATES + ELECTRIC BELL 
PLATES » CHAIN FASTENERS + BRASS BUTTS + SASH LIFTS » SASH 


LOCKS e PULLS & HANDLES « KNOBS « CUPBOARD CATCHES « 
BARREL BOLTS « STAIR RAIL BRACKETS » GARMENT HOOKS « HASPS 


HARDWARE DIVISION 














Better Homes & Gardens, % page March, Ye 
pages April, May and June; American Home, 
Ye pages April and May. The advertisements 
from these papers reproduced above are 
making home owners conscious of rot—and 


Cuprinol 


Architectural Record and Sweets Catalog— 
Cuprinol is being featured for practical use 
in protecting wood construction against rot 





ld: or repair a fence 


1 rst with Cuptinol 


ative, then paint. For 


ves lasting protection 
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Stops Rot. 


and insect borers. 


Boat owners, Greenhousemen— past and con- 
tinuing advertising has strongly established 
Cuprinol in the Marine and Florist fields. 
Moreover, every good farmer is a profitable 
customer. 


Introductory Assortment 


Cuprinol preservatives are made in types for 
wood, for fabric, for rope. We have worked 
out an introductory stock of 12 1-quart and 6 
1-gallon cans assorted for wood and fabrics, 
with folders and display cards, to a total list 
price of $35.90 —dealer price $23.93. (Freight 
prepaid on this introductory order.) 


CUPRINOL Division, Darworth, Inc. 


53 Maple Street 


CUPRINOL Division, Darworth, Inc., 53 Maple St., Simsbury, Conn, 
Kindly send me full information about Cuprinol and your intro- 


ductory assortment. 


NAME __ 







ADDRESS 


i insect borers, inctud 


icularly for the posts. 
dipping theroughly in 
six “inches above the 
(see arrow 1). Then, 
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ickets (arrow 2) brush 

ct with Cuprinol 


Darworth, | 


Or 


Advertising 
Constantly 
Creating New Customers 


Simsbury, Conn. 













.* + SAVE 
YOUR FENCES 


__ == wok 
And finally (arrow 3) dip or brush the 
bottom ‘ends of all pickets 

Where there’s a use for wood there's 
a need for Cuprinol to protect it 
frony rot and termites. It is a practical 
home product distributed through 
hardware stores, lumber yards and 
marine supply houses, Hf you cannot 
find it locally, order direct — quart 
$1.25: gallon $3.45—or use the coupen 
for full information as to vatious 
types of Cuprinol and their uses for 
the home, garden, farm and boat. 
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*PLYW 


FINE CABINET 
FOR QUALITY 


GENUINE FURNITUME wooss 


“For The Ceylon the Cores” 


OOD. 


PANELS | 
SMAMSHip 


At The Shows For 
The First Time 
Building Supply 
Dealers Saw The 


Sensational 


AETNA 


HARDWOOD 
PLYWOOD 


MERCHANDISER 


And They Went for It in 
a Big Way 





YOU TOO, CAN GET ONE 
IF YOU HURRY! 








The Supply Is Limited — Don't Wait 





WRITE TODAY TO 


AETNA PLYWOOD & VENEER COMPANY 


1732 ELSTON AVE. CHICAGO 22, ILL. 
Phone: ARMitage 7100 — Teletype CG305 


Sales Offices: 
Grand Rapids, Mich.; Detroit, Mich.; Milwaukee, Wis.; Indianapolis, 
Ind.; Marion, Ind.; LaFayette, Ind. 
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Maple & Gum [ 





Manufacturers 
Band Sawn 


N. C. PINE 
Hardwoods 
Cypress 


End-Matched 
Pine, Oak, * 


Flooring 


Lightsey lumber is produced from fine quality timber, is well-manufac- 
tured, properly dried and accurately graded. Let us prove it on your 


next order, 


MILEY, SOUTH CAROLINA Mettenad | 
arawoo 
ONE OF THE OUTSTANDING OPERATIONS OF THE SOUTH Lbr. Assn. 





Mixed Cars 


Mouldings 
Flooring 
Baseboard 
Casing 
Finish Stock 
Sheathing 

Boards | 
Dimension | 





Member: 


Southern 
Pine Assn. 


National Oak 
Flooring Mfrs. 
Assn. 
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WHAT'S NEW? 


is well suited for lumber yards and 
woodworking shops, on large and 
small construction jobs. The com- 
pactness of the motor accommo- 
dates a 12 inch saw blade, cutting 
a full four inches; thus a number 
of 2x4’s can be laid on a table and 
cut off in gangs. It is adaptable 
for cross cutting, gang cutoff, angle 
cutoff, bevel cutting, compound 45 
degree cut, dado cutting and rip- 
ping operations. The motor unit is 
set vertically to accommodate cope 
heads, shaper heads, dado saws 
and groovers. For more complete 
information write Porter-Cable Ma- 
chine company, Dept. AL&BPM, 
Syracuse, N. Y. 






Home Ventilating Fans 

Two new home ventilating fans 
are being offered. These fans fea- 
ture an improved type of adjust- 
able heavy gauge steel wall sleeve 
that is said to make possible fast 
and easy installation in all standard 
types of wall. They are designed 
with chrome grilles and_ blades. 
Grille is mounted on a gleaming 
white baked enamel front plate. 
They are of the nine blade type and 
motors are an induction type. In- 
mediate deliveries are being made. 
For more complete information 
write National Appliance company, 
Dept. AL&BPM, 4814 West Vernor, 
Detroit 9, Mich. 


Jackalator Scaffolding 
Jackalator scaffolding is designed 
to be used on buildings where a 
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handing scaffold cannot be used. 
With the Jackalator work can be 
done from the top right dow to 
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the bottom or vice versa. It is fas- 
tened by means of key plates nailed 
directly to the side of the building 
and no ladders are used for support. 
Scaffold platform supports are 
raised and lowered by means of 
ropes and pulleys and held in de- 
sired positions by means of pins 
which fit into holes spaced along 
the uprights. Jackalator can ac- 
commodate up to 20 inch width 
of planking and has a guard rail. 
For more complete information 
write Jackalator corporation, Dept. 
AL&BPM, P. O. Box 606, Roches- 
ter, N. Y. 


Smokeless Coal Stove 


furnaces and stoves 
A full day’s 
oil-treated 


These new 
are semi-automatic. 
or night’s supply of 








dustless coal is placed directly in 


the furnace by hand. No further 
attention is needed. Its burning 
pace is controlled through draft 
dampers operated by a thermostat. 
No shaking of the grates is neces- 
sary, no poking of fires. Any kind 
or size of coal can be used up to the 
size of the fist. In effect this plant 
turns soft high volatile coal into 
a coke by transforming the coal 
into gas and burning it as it comes 
from the coal. The remaining coke 
continues to heat the house for sev- 
eral hours. For more complete in- 
formation. write Worsham company 
inc., Dept. AL&BPM, 7329 Loh- 
meyer avenue, St. Louis 17, Mo. 


Interlocking Sash Lock 


An interlocking sash lock, sash 
Socket and pull hook for double 
hung windows is announced. In 
the locked position the meeting 
rails are bound together and this 
interlocking type will lock sash 
even when it is out of alignment as 


| 
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“I can’t imagine what we would 
have done without our INDIAN FIRE 
PUMPS!” That comment is repeated 
over and over again by men who 
have seen these two fisted fire 
fighters go into action. They know 
that when it comes to knocking out 
a blaze in a hurry INDIANS have 
no equal, 















You, too, can solve your fire 
protection problems, with 
INDIAN FIRE PUMPS. Clear 
water does the job—or use 
wetting agents if you prefer. 
Send for catalog — it tells 
everything you want to 
know about these famous 
extinguishers. 


413 Main Street, UTICA 2, N. Y. 


COAST BRANCHES 


Mill & Mine Supply Co. 
2700 Fourth Ave. 
Seattle, Wash. 


Fred E. Barnett Co. 


PACIFIC 


Hercules Equipment & Rubber Co. 
435 Brannan St. 
San Francisco, Calif. 
Roy G. Davis Co. 
617 East 3rd Street 
Los Angeles 13, Calif, 


CANADIAN AGENTS 
ingham & Hobbs Equip. Co. Duke Equipment Co. 
~ *395 W. Sth Ave. e, 2970 


Fred E. Barnett Co. 
2005 S. E. 8th Ave. 
Portiand, Oregon 


juke St. 
Montreal 5, Canada 


Klamath Falls, Oregon Vancouver, Canada 
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much as a quarter of an inch. The 
pull hook is so designed that it 
interlocks both the sash lock and 
entirely positive operation and elim- 
inates the chewing up of the mun- 
tin bars, meeting rails and reduc- 
ing the hazard of glass breakage. 
A pole hanger is also a part of the 
equipment. For complete informa- 
sash socket, making the opening 
and closing of a window an 
tion write Detroit Hardware 
Manufacturing company, Dept. 
AL&BPM, 1320 Mt. Elliott, De- 
troit 7, Mich. 


Three-Way Cabinet Lock 

An ingenious new lock for cabi- 
nets, cupboards and drawers—the 
Yale three-way cabinet lock—has 
been developed and is now in pro- 
duction. The lock has a patented 
rotating cylinder that permits the 
lock to be adapted to any one of 
three different uses. It can be used 
as a drawer lock with the bolt 
moving vertically, or as a cabinet 
and cupboard lock for either right 
or left hand doors, with the bolt 
moving horizontally. No _ special 
equipment is needed to turn the 
cylinder which can be rotated by 








PONDEROSA PINE 


Osanna in a choice stand of superb quality Oregon Pon- 
derosa Pine, Alexander-Yawkey lumber is making a reputation for 
itself with buyers throughout the country. 


Yard Stock, Factory Lumber 
Mouldings, Industrial Items 


Member Ponderosa Pine Woodwork 





Alexander-Yawkey Lumber Co. 


Members Western Pime Association 


Prineville, Oregon 


releasing a small catch on the eyl- 
inder housing. Since the new lock 
serves the same purpose for which 


three locks are usually required, 
the variety of locks that have to 
be carried will be reduced. It is a 
pin-tumbler lock with four pins 
and is made of solid brass. It is 
being produced with both dead- 
bolts and springbolts. For more 
complete information write Stam- 
ford division, Yale & Towne 
Manufacturing company, Dept. 
AL&BPM, Stamford, Conn. 


New Chain Saw Features 


Two new features in the engine 
and tail stock assemblies of the 
Disston Chain saw are announced. 
These features are an automatic 
chain lubricator and a_ simplified 
cradle balanced tail stock. The lu- 
bricator has been designed to make 
the volume of oil to the chain en- 
tirely automatic and of sufficient 
pressure to prevent clogging of the 
line by saw dust and other matter. 
The tail stock has been made 
smaller and stronger, and it is said 
easier to handle. For more com- 
plete information write Henry 
Disston & Sons Ine., Dept. 
AL&BPM, Philadelphia, Pa. 


Pastel Plastic Wall Tile 


True pastel colors in plastic wall 
tile are now ready for volume pro- 
duction. The four new shades have 
been named Moonstone blue, sea- 
foam green, peach-glo and prim- 
rose yellow and are being tur- 
nished with harmonizing deeper 
toned trim. Another feature of 
this tile is the inter-locking feature 
which actually connects the tiles to- 
gether with a close fitting hinge 
joint that makes each tile auto- 
matically lock into correct posi- 
tion. Thus, once the first tile is 
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PACK RIVER SALES COMPANY 


Distributors of Kiln Dried 


Idaho White Pine — Ponderosa Pine 
Engelmann Spruce — Inland Red Cedar 


Fir and Larch 
kkk 


Factory at Northwest Timber Company producing Mouldings, 


Frames, Cut Stock and Cut-to-length Trims 


xk 


Sales Agents for 

*Pack River Lumber Company, Sandpoint, Idaho 
*Northwest Timber Company, Gibbs, Idaho 
*Thompson Falls Lumber Company, Thompson Falls, Mont. 


* Member Western Pine Association 


Sales Office; 


Sandpoint, Idaho 
P.O. Box 510 
Telephone 71 


Daily Production 190,000 Feet Kiln Dried Lumber 
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. No mechanical bender needed, — just . 

\ tinner’s shears. Will not break or S\ 

\ WN | 
\g buckle at the nose when bent, but CE 
“ie will form a perfect radius. Simplifies \ 
“lt lining up corners; reinforces the nose ™ 
‘w(| and strengthens the corner. A product fs 
‘e.| of the makers of PENMETAL LATH | 
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and EXPANDED METAL MESHES. 
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STANDARD CORNER BEAD 





























Za 


Gin al-n 


Send for complete plastering 
accessories catalog and our 
100% Dealer policy. 


PENN METAL COMPANY, INC. Bi] 
Dept. 30, Parkersburg, W. Va. | 
District Sales Offices 


Boston . New York Philadelphia . Chicago 


Detroit . Indianapolis . Seattle Los Angeles 


Yoh maaelilatice) + Dallas Parkersburg, W. Va. 





FASTENER 
| 856 Fletcher St. 


IT’S DUO-FAST 


for 


Tacking Insulation 





Hammer Tacker Model No. HT-550 


A quick turnover profit making tacker for tie-in 
| with sales of insulation, building paper, wire 
| screen and canvas. 


Operated with one hand. 


Engineered Balance for faster and easier 
tacking. 


Drives staples up to 5/16” 


| FREE—Write for the Duo-Fast handy POCKET 
PACK for carryirig staples. 


CORPORATION | 
Chicago 14, Ill. 


in length. 
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located squarely, all others fall into 
position. The hinge joints overlap 
where they connect, thus creating 
a continuous wall surface of plastic 
that is unbroken by joints. They 
will not chip, rust, craze or fade. 
They can be cleaned with soap and 
water or merely a damp cloth. 
Regular colors include white, ivory, 
black, blue and dubonnet in solid 
field colors and marbleized peach, 
blue, yellow and green, all with 
harmonizing trim. For more com- 
plete information write Pittsburgh 
Tile company, Dept. AL&PBM, 
Pittsburgh, Pa. 


Flexible Power Saw 

A portable, all purpose bench saw 
that can be taken right to the job 
is now available for delivery. A 
unit with six points of adjustment, 
it not only can be used as a saw 
but for planing, routing, dadoing, 
shaping, tongue and groove, grind- 
ing, disc and drum sanding. It can 
be used on metal, plastic, tile and 
various other materials. It can be 
turned, tilted, raised, lowered and 
can be moved along the sliding arm 
for cutting action. The table is 
16 inches wide, 30 inches long and 
30 inches high. An eight inch diam- 
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eter saw blade is used. It can be 
operated by any available source of 
power if electricity is not accessible, 
For more complete information 
write Foster Manufacturing com- 
pany, Dept. AL&BPM, 1 Kinsey 
avenue, Buffalo 17, N. Y. 


Heavy-Duty Concrete Paint 

A new heavy-duty, synthetic 
paint that protects concrete sur- 
faces with an abrasion-resisting 
coating that is said not to crack, 


* check or dust is now being mar- 


keted under the trade name On- 
crete for Concrete. It seals con- 
crete surfaces from moisture above 
or below. It is said to expand and 
contract with the surface covered 
and to resist acids, alkalis and ex- 
treme degrees of heat or cold. Can 
also be applied to exposed metals, 
machinery, boilers and pipes. For 
more complete information write 
Lowebco, Inc., Dept. AL&BPM, 
1525 E. 53rd street, Chicago 15, Ill. 


Prestile Circular 

Now available to the trade for 
distribution is a four-color circular 
on Prestile tileboard. Graphically 
illustrated throughout, the new cir- 
cular As Modern as Tomorrow, fea- 
tures the beauty and ideal use of 
Prestile for new construction 0! 
remodeling. It can be obtained by 
writing the Prestile Manufactur- 
ing company, Dept. AL&BPM, 286! 
Lincoln avenue, Chicago 13, Ill. 


Approved Floor Finishes 


A revised list of approved ser\- § 


ice and heavy duty finishes for 
northern hard maple, beech and 
birch flooring, are ready for mail- 
ing. These floor finishes have bee! 
tested by laboratory consultants. 
There is also available the folde! 
Heavy Duty Fnishes for Maple 
Flooring. Years are added to the 
lives of floors that are taken cart 
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SHEVLIN-McCLOUD LUMBER COMPANY 


{ Successors to Shevlin Pine Sales Company } 





SELLING THE PRODUCTS OF 


*THE McCLOUD RIVER LUMBER 
COMPANY 
McCloud, Calif. 


*THE SHEVLIN-HIXON COMPANY 
Bend, Oregon 


“Member of the Western Pine Associa- 
tion, Portland, Oregon. 


<> 
OD dessa Pare Woodwork 











NEW YORK 
1604 Graybar Bldg. 
Lexington 2-9117 


DISTRIBUTORS OF 


SHEVUN PINE 


Reg. U. S. Pat. Off. 
EXECUTIVE OFFICE 
900 First National Soo Line Building 


MINNEAPOLIS, MINNESOTA 
DISTRICT SALES OFFICES: 





SPECIES 


PONDEROSA PINE 
(PINUS PONDEROSA) 


SUGAR (Genuine White) PINE 
(PINUS LAMBERTIANA) 











CHICAGO 
1863 LaSalle-Wacker Bldg. 
Telephone Central 9182 


SAN FRANCISCO 
1030 Monadnock Bldg. 
Exbrook 2-7041 








Conservation TODAY... 
Forests TOMORROW 





Conservation of American forests means not only fire 
prevention, selective logging. replanting. It also means 
elimination of waste. In its vast logging and milling. opera- 
tions, W. T. Smith Lumber has been a pioneer in these 
efforts. 

Small lumber pieces—once considered waste stock—are 
milled here for use in small furniture manufacturing. Use 
of the entire log represents a saving of many thousands of 
board feet each year for those who look to us for a constant 
supply of lumber at its finest. 


Selective logging assures a permanent supply 


NOW IN OUR 64th YEAR X) 2 Neu wh’) ee Releieri [em 45-10) :1 3.) 
OF LUMBER MANUFACTURING PERMANENT SOURCE OF SUPPLY 


W.T. SMITH LUMBER CO. 


YELLOW PINE AND HARDWOODS CHAPMAN, ALABAMA 











DEPENDABLE QUALITY. 
7CAHABAN 


HARDWOOD 
FLOORING 


Oak-Beech-Pecan-Ash 





In straight cars or mixed with air dried 
Yellow Pine Boards and Dimension. 
Best of manufacture. Satisfaction that 
will bring you back for more. 


For prompt attention on your needs phone or write 


Miller & Company, Inc. 


Manufacturers of 
Hardwood & Yellow Pine Lumber 
SELMA, ALA. and JACKSON, TENN. 


Selma LD 9910 — Phones — Jackson 1885 
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P. 0. Box 501 


We Manufacture and Wholesale 
Southern Pine and Hardwood Lumber 


OUR SPECIALTY: 2 x 4—8’ SLYP S4S Std. EE DET A/D 


CORINTH PLANING MILL Co. 


Telephone 968 
CORINTH, MISS. 


Custom Resawing and Surfacing in Transit 
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WHAT’S NEW? 


of with sealer-type finishes, accord- 
ing to the Maple Flooring Manu- 
facturers association. For a copy 
of the list and the folder write 
Maple Flooring Manufacturers as- 
sociation, Dept. AL&BPM, Osh- 
kosh, Wis. 


Gasoline Driven Cement Mixer 
A new, gasoline engine driven 

cement mixer has been introduced. 

The new model is a half-sack mix- 


er, rated at 3% cubic feet and ten 
percent capacity. Byilt on a mass 
production line, the model includes 


f 


SHAPING - GRINDING 
) WIRE BRUSHING 


CUTS EVERYTHING! 


From Wood To Steel! JL, ' 


This new, revolutionary table 
stand converts the Model 60 
Electric MallSaw for sawing, 
\ drum and face sanding, shap- 
ing, drum grinding, 
grooving and wire 


Metal table is 


brushing. 


a heavy semi-steel cast bowl and 
yoke; scientifically designed blades 
for fast, thorough mixing action; 
a newly designed tilt gear for mix- 
ing and pouring from either side. 
A heavily reinforced angle frame 
supports engine and mixing cham- 
ber and is provided with a retract- 
able tow-tongue. For descriptive 
literature on the model 35-25VR 
write Vanco Products Inc., Dept. 
AL&BPM, 130 S. Weber street, 
Colorado Springs, Colo. 


Multi-Fuel Furnace 

A new multi-fuel furnace, in 
sizes small enough for a five-room 
and large enough for the average 
ten-room house, that will operate 
either hand fired, stoker fired or 
with conversion oil or gas burners 
has been announced. It is a modern 
cabinet type, all-purpose unit which 
provides complete winter air con- 
ditioning. It is complete with slow 
speed centrifugal blower, heavy 
duty motor, variable speed drive 
and filters. The blower may be in- 
stalled in either side of the cabinet. 
Even after installation it can be 
changed from one fuel to another. 
For more complete information 
write Stokol Stoker company Inc., 
Dept. AL&BPM, Indianapolis, Ind. 


Wall Products Merchandiser 


The Marsh merchandiser, a com- 
pact, specially-designed display 
which occupies only one square 


yard of floor space in dealer’s show- 
rooms, yet permits convenient dis- 
play of every Marsh product, is 
available. The display includes sam- 
ples of Marlite plastic-finished wall 
and ceiling panels, selected to show 
the various colors and patterns in 
which it is available; polish and 





SAWING 
SANDING 


“43 
* 


rigidly con- 


OREGON LUMBER 
COMPANY 


Baker, Oregon 


Producers and Manufacturers 


Famous “John Day" 
Ponderosa Pine 


Since 1889 








structed yet easily carried by one man. 
Has 16” x 18” top—miter gauge and rip 
fence. Convenient switch extension. As 
a hand or table saw it will cross-cut, angle 
cut, or rip wood, cut corrugated galvanized steel with friction 
blade, hardened steel, tile, porcelain, and glass with abrasive ; 
ied. © Ulsie hes & capaci. Under a sustained yield plan. New 
Nationally advertised every month in leading Farm, Trade and trees are growing as fast as we 
Husiness Papers. Write at once for literature and prices to harvest the mature ones — insuring 
Power Tool Division. 
continuous operation for the future. 
7733 South Chicago Avenue 


MALL TOOL COMPANY Chicago 19, Ill. 
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SOUTHERN PINE 


& HARDWOODS 
The quality of 


Ferguson lumber e 

is better today WEST COAST WOODS 
than at any time 

a ® 

in our 55 years of 

service to lumber LUMBER 





buyers. 
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Thurston-Flavelle Limited | 


Manufacturers of Red Cedar Lumber and Shingles 
Port Moody, B. C. Canada 


The Brand to Rely on for 
Quality Products 


Distributed through the Whole- 
sale Trade exclusively. 














THE NAME SILVER LAKE stampeD ON EVERY FOOT 
_@ PACKED IN CARTONS @ Pes 
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7 BIEN & . ; eS Ae ." . ™ : “ > eg oe 
eet eee _— ; LOWER PRICED GRADES 
EDDYSTONE 
j Mills and Sales Office PELHAM 
SILVER LAKE co. ) Se atuheochos, Georgia 


NUCORD 
Sold through Regional Distributors BENGAL 
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mouldings. A special feature is the 
use of six tubes of full eight-foot 
lengths of mouldings. Instructions 
for assembling the display are in- 
cluded and one man can assemble 
the unit. For more complete infor- 
mation on the merchandiser and 
the Marsh products write Marsh 
Wall Products Inc., Dept. AL& 
BPM, Dover, Ohio. 


Strapping Equipment 

Complete steelbinder strapping 
equipment packed in a light-weight 
steel kit called the Strap Kit is 





announced. Carried like a_ small 
brief case, the kit contains a steel- 
binder strapping tool and cutter, 
and can carry enough coiled strap- 
ping and seals to handle several 
jobs without a refill. The strapping 
is unreeled through a small slit in 





one end of the steel case, a feature 
particularly attractive to outdoor 
workers. Where special climatic or 
chemical conditions must be con- 
sidered, the strapping and seals 
can be supplied in such varied met- 
als as galvanized, monel, stainless 
steel, copperclad and aluminum. 
Full information may be obtained 
by writing A. J. Gerrard & com- 
pany, Dept. AL&BPM, 221 N. La- 
Salle street, Chicago 1, Illinois. 


Corrugated Aluminum Sheet 


A new and different type of cor- 
rugated aluminum sheet for roof- 
ing, siding and similar structural 





uses has been developed. In addi- 
tion to the standard lengthwise cor- 
rugation, this new development fea- 














NGELINA GOUNTY 
[UMBERGOMPANY 


61 Y 


HARDWOODS > 
_' SPECIALTY 


EARS OF SERVICE. TO 


LUMBER DEALERS 


General Sales Offic 


e —KELTYS, TEXAS 











YOUNGERMAN-REYNOLDS LUMBER CO. 


Montgomery 1, Alabama 


We offer for shipment in straight or mixed cars from our mills at Samson and 
Wetumpka, Alabama, the following air dried, Lignasan dipped, double end 
trimmed, well manufactured stock; dressed as desired: 





50 M' Ix 4" #2&Bitr. Yellow Pine R/L 
150 M' Ix 6" #2&Btr. Yellow Pine R/L 










25 M' Ixl2" #2&Btr. Yellow Pine R/L 

150 M' 2x 4" #2&Btr. Yellow Pine R/L 

50 M' Ix 8° #2&Btr. Yellow Pine R/L 150 M' 2x 6" #2&Btr. Yellow Pine R/L 

25 M' Ixl0" #2&Btr. Yellow Pine R/L 75 M' 2x 8" #2&Btr. Yellow Pine R/L 
50 M' 8/4" #1&Btr. Deep Swamp Cypress 















tures an embossed finish which js 
said to increase the rigidity of the 
sheet and minimize glare. It can 
be supplied in 0.019 and 0.024 inch 
thicknesses and in a standard width 
of 26 inches and in lengths of six, 
eight, 10 and 12 feet. The materia] 
is produced in standard 1% and 2% 
inch corrugations and also of 5-V 
crimp roofing and siding. Methods 
of applying embossed corrugated 
sheet are the same as those for 
applying other corrugated roofing 
and siding. For more complete in- 
formation write Reynolds Metals 
company, Dept. AL&BPM, 2500 §. 
Third street, Louisville, Ky. 


Counter Top Data 


The latest data on standard and 
custom-built sink and counter tops 
is now available. This catalog offers 
practical suggestions regarding 
kitchen work surfaces. The knack 
of correct measuring and ordering, 
as well as helpful installation hints 
is presented in this literature along 
with drawings, descriptions and 
specifications covering Sherburne 
standard, factory special and cus- 
tom-built tops. For a copy of the 
catalog write Technical Appliance 
corporation, Dept. AL&BPM, Sher- 
burne, N. Y. 


Screen Door Brace 

To prevent or correct sagging 
screen doors, the Stanley Works 
announces a new screen door brace. 
Feature of the 21 inch, wrought 
steel brace, is a brass adjustment 
screw, located at one end, for quick 
and easy regulation and desired 
tension. Applied to inside of door, 


brace is inconspicuous and tamper- 


proof. For more complete informa- 
ition write The Stanley Works, 
Dept. AL&BPM, New Britain, 
Conn. 


Combination Unit 

This paint and bolt section is a 
combination unit. Drawers can be 
built on right side with paint on 





left if desired. Drawers vary in size 

from 3%x2'x15 inches to 5%x- 

814x23 inches. On the top right are 
(Continued on Page 112) 


May 8, 1948, AMERICAN LUMBERMAN & 


















1 and 

tops 
yffers 
rding 
cnack 
ring, 
hints 
along 

and 
yurne 

cus- 
f the 
lance 
Sher- 


ring 
Torks 
race, 
ught 
ment 
juick 
sired 
door, 
nper- 
rma- 
orks, 
tain, 


is a 
n be 
t on 





size 
‘ l 9Xx- 
t are 














ARKET ANALYSIS 


Output and Distribution 

Lumber shipments of 480 mills reporting to the Na- 
tional Lumber Trade Barometer were 7.5 percent 
above the production for the week ending April 24, 
1948. In the same week new orders of these were 
28.0 percent above production. Unfilled order files of 
the reporting mills amount to 61 percent of stocks. 
For reporting softwood mills, unfilled orders are equiv- 
alent to 28 days’ production at the current rate, and 
gross stocks are equivalent to 44 days’ production. 

For the year-to-date, shipments of reporting iden- 
tical mills were 5.3 percent above production; orders 
were 7.9 percent above production. 

Compared to the average corresponding week of 
1935-1939, production of reporting mills was 38.5 per- 
cent above; shipments were 44.1 above; orders were 
72.5 above. Compared to the corresponding week for 
1947, production of reporting mills was 12.9 percent 
below; shipments were 11.7 percent below, and new 
orders were 11.1 percent above. 


Western Pine 

The 116 mills reporting to the Western Pine Asso- 
ciation cut 59,216,000 feet for the week ending April 
24, 1948. The same week a year ago the cut was 71,- 
284,000 feet. Shipments were 60,566,000 feet com- 
pared with 79,629,000 feet a year ago. Unfilled orders 
on file at the end of the week stood at 219,825,000 feet 
compared with 190,593,000 feet for the corresponding 
period in 1947. Gross stocks stood at 638,688,000 feet 
compared with 568,787,000 feet for the corresponding 
period in 1947. 


Southern Pine 

Production of Southern Pine by the 109 mills re- 
porting to the Southern Pine Association for the week 
ending April 24, 1948 amounted to 19,635,000 feet. 
This was 15.79 percent above the three year average 
for the same mills. Shipments for the week of April 
24 amounted to 17,864,000 feet. This was 9.02 percent 
below production for the week. Orders placed during 
the week amounted to 16,510,000 feet or 15.92 percent 
below production. 


Northern Pine 

Production of Northern Pine by the five mills re- 
porting to the Northern Pine Manufacturers’ Associa- 
tion for the week ending April 24, 1948 was 650,000 
feet. The same week a year ago the cut was zero. 
Shipments during the current week totaled 1,175,000 
feet compared to 1,625,000 feet a year ago. Unfilled 
orders on hand stood at 4,495,000 feet. Gross stocks 
amounted to 31,375,000 feet. 


in the Market Centers 

SEATTLE—tThe strike of some 400 boom men on 
Puget Sound has put 12,000 loggers and mill men out 
of work. The outlook for settlement is not good. The 
trike is probably having its worst effect in the Ta- 
oma area. Demand is strengthening and prices are 
ip two and three dollars. Common lumber has firmed 
rapidly although there is considerable shopping around 
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Western Pines and associated woods are well manufactured, 
carefully graded, and thoroughly seasoned in accordance with the 
high standards long established and sustained by member mills. 


WESTERN PINE ASSOCIATION 


Yeon Building, Portland 4, Oregon 


Ponderosa Pine 
Idaho White Pine 
Montana Larch 


Douglas Fir 
Engelmann Spruce 





J. NEILS 


LUMBER COMPANY 


KLICKITAT, WASHINGTON - LIBBY, MONTANA 


Member Western Pine Association 























































































BALANCER-ACTION, WEATHERSTRIPPING BENEFITS IN 
Me -téte 
WINDOW STAYS 


One operation to insure snug-fitting, 
free-sliding sash for all double-hung 
windows. Aijir-tite Window Stays ap- 
ply evenly distributed pressure onto 
both upper and lower sash towards 
the parting bead. Thus, weather in- 
filtration and slackness between sash 
and parting bead is eliminated and 
windows will remain at any desired 
height without cords, weights, pulleys 
or balancers. 


Air-tite Stays simplify inventery 
problems. They are the convenient, 
economical and logical way to 
finish new, old or completed window 
units. Write today for descriptive 
folders and prices. 


The plunger of each 
Air-tite Stay expands 
and contracts against 18 
lbs. of spring action. This auto- 
matically adjusts to wood swell- 
ing or shrinkage, allowing sash to be 
raised or lowered freely at all times. 


* * 
ee tile Cut-away view - Actual size 


U.S. Pat. No. 2,187,412 
WINDOW STAY COMPANY, CHICOPEE, MASSACHUSETTS 








Milk Chutes 


















12911 Hillview Ave. Qa 
DETROIT 27, MICH. Basement 
Phone VErmont 80318 Stanchions 
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LUMBER MARKET 





by buyers. C and Btr uppers are scarce with the 
prices ranging from $160 to $180. However low grades 
are in surplus. Mills are booked ahead 60 to 90 days 
on dry common. The government has been doing 
some buying but only 86 bidders participated at the 
award April 26. This indicates a revival of the com- 
mercial business which the mills prefer. 


KANSAS CITY—An accelerated demand for lumber 
by some of the big line yards buyers was noted in the 
past week, reflecting the desire to beat the new 25 
percent freight rate increase that goes into effect May 
6 and also the possible nation-wide rail strike sched- 
uled for May 11. 

The higher freight rate amounts to one dollar per 
thousand on lumber in this region. Some yards with 
light inventories have bought ahead to avoid a pinch 
in case there is a strike. The market has been orderly 
for the most part and prices have remained firm. On 
the East side of the Mississippi air-dried boards are 
bringing $70 to $73 per thousand at the mill. On 
the West side the prices range from $70 to $75; 2x4’s 
and 2x6’s are selling for $65 to $70 on the East side. 
Prices for the same stock on the West side run from 
$70 to $75. Upper grades of flooring and finish are 
selling unchanged at $170 to $175. Retail sales in 147 
line yards in the Kansas City district were 12 percent 
less than a year ago. Inventories were up 14 percent 
from a year ago, according to the March 31 report 
issued by the Federal Reserve bank. 


MEMPHIS—Despite reported cancellations of or- 
ders for furniture and radios, the hardwood market is 
still being pressed to accept orders for many items. 
Inventories are generally low and because of steady 
demand and untoward conditions in the southern log 
producing areas early in the year manufacturers have 
not been able to get ahead of the demand. Ash lumber 
is in very short supply. Demand for automotive uses 
have kept stocks at a low level and resulted in $5 per 
thousand increases on firsts and seconds and number 
one common within the last two weeks. Prices on oak 
and gum have remained statics, 4x4 firsts and seconds 
white oak is $150 at mill, with red oak for the same 
grade at $143. Number one common white oak is 
$107.50 per thousand and red oak $100. All grades of 
yellow cypress advanced about $5 per thousand during 
the past two weeks; 4x4 first and seconds sell for $144 
per thousand; selects at $130 and number one shop at 
around $111. Box and crate manufacturers and con- 
cerns needing wood for the manufacture of these 
articles have been buying large quantities of lower 
grade sap gum, cottonwood and willow. Demand for 
oak flooring continues to outstrip production although 
output for the first four months of 1948 set an all-time 
record. Prices have been fairly firm although one 
inch strip flooring advanced $5 in the last few days. 


MINNEAPOLIS—There is a strong demand for 
building material including lumber for repairs, re- 


modeling and additions. The demand for lumber for 


new construction in the home field has slowed down 
somewhat. Majority opinion among retailers is that 
many potential home owners are reluctant to build at 


current high prices. This is not the result of con- 


certed action but reflects consumer belief that present 
day house costs are out of line with long term values. 
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% MILLWORK A 


525 CORBETT BUILDING—PORTLAND 4, OREGON 


Ge AU West Coast Species 


,™ % MOULDINGS , INDUSTRIAL CUT STOCK 
*& FURNITURE DIMENSION STOCK 








Anaconda Copper 
Mining Co. 
Lumber Department 


Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 





HOLT HARDWOOD CO. 


MAPLE @ BIRCH © BEECH ® OAK 














BUILDING Propucts MERCHANDISER 


WS lasts a 


im silaats 






C. F, Mimnaugh 





Manufacturers of 


STRIP @© BLOCK 
and 
HERRINGBONE 
FLOORING 


BROOM HANDLES 
GRADED SAWDUST 


® 
High Grade Northern Hardwoods 
© 
Custom Kiln Drying 


e 
Member: MAP MA NHL A NOM A 


OCONnTO, WISCONSIN 



































( Here's the one that \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 


— 

DURHAM 
Most dealers report: °OLK HARD > 
“Our sales of Dur- \Au-aggunp es 
ham’s Rock - Hard \Qtpnin camoe* <5 
Water Putty keep * 
doubling, year after 
year.” What’s more, 
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DONALD 
DURHAM 

























COMPANY 
Durham’s Rock- Des Moines 4 
Hard Water Putty lowa 





gives you by far the 
best profit-margin on 
any product of this 
nature. Use it yourself, and you u'll quickly 
see why it sells.so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock- Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or four 
4-lb. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. 


The PLASTIC Repair Material 
in POWDER Form 





Nationally 
Advertised 










Packaged, 
Labeled and Sealed 


To you who have been patiently 
standing in line awaiting deliveries 
of SUPERCEDAR- our production 
is at last increasing. While in fair- 
ness to all we must continue for 
the present on allotment basis, we 
are hoping to achieve reasonably 
good service in the near future. 


GUARANTEED The Spectacular Pent+up 
90% Red Heart Demand for SUPERCEDAR 
or Better is most gratifying Mr 


ealer, reserve space for 
it in your shed—we are 
going to make it availa- 
— ble to you as rapidly as 
conditions will permit. 


100% Oil Content 





Product of 


GEO. C. BROWN & CO. 


GREENSBORO, N. C. 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 
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(Continued from Page 106) 
seven adjustable shelves in each 
opening and the lower half has two 
adjustable shelves in each opening. 
The shelves are adjustable every 
half inch. Department signs are 
also available. The top cabinet is 
93°4 inches long, 5214 inches high 
and 16°%% inches wide over the top. 
The base cabinet is 9334 inches 
long, 33 inches high and 25% 
inches deep. For more complete 
information write W. C. Heller & 
company, Dept. 48L-1, 141 Warren 
avenue, Montpelier, Ohio. 


Fluorescent Merchandiser 


An effective way to display and 
demonstrate a complete line of 
fluorescent fixtures for every home 
lighting need has been announced. 
Completely wired and ready to 
plug in, the home fixture merchan- 
diser mounts nine residential fluo- 
rescent lighting units on an attrac- 
tive 4x7 foot panel board and is 
ready to set up in store windows or 
against walls. It is equipped with 


individual control switches for 
each fixture so the units may be 
displayed either lighted or un- 








lighted. The fixtures include ceil- 
ing units, wall fixtures and strip 
lighting units for decorative and 
built-in effects. Other sales aids are 
counter and window display cards 
and posters, lighting booklets and 
folders and a set of newspaper 
mats. For more complete informa- 
tion about the merchandiser and 
the products write Sylvania Elec- 
tric Products Inc., Dept. AL&BPM, 
c/o Newell-Emmett company, 40 E. 
34th street, New York 16, N. Y. 





.stock sizes. 


Hyster Load-Grab 

Illustrated catalog No. 1099, de- 
tailing the palletless materials han- 
dling applications and _ optional 
equipment of the Hyster load-grab, 
an attachment for the Hyster mod- 
els “20” and “40” lift trucks, is 











The 


available. 
an hydraulic attachment with steel 


now load-grab is 
arms designed for the 
carrying of bales, boxes, bundles, 
bags, barrels or drums. without 
pallets. The well illustrated catalog 
shows the load-grab in action and 
outlines major specifications and 
dimensions. For a copy of the cat- 
alog write Hyster company, Dept. 
AL&BPM, Portland 8, Ore. 


Corner Cabinet Folder 

A newly printed folder of Gregy’s 
colonial corner china cabinets con- 
tains the six most popular style 
cabinets, together with detailed 
floor plans and assembly instruc- 
tions. These cabinets can be fin- 
ished with either paint, varnish or 
stain. They are constructed of 
well-seasoned pine. The cabinets 
come knocked-down and a full set 
of instructions is included with 
each package. For a copy of the 
folder and more complete informa- 
tion write Gregg & Son Inc., Dept. 
AL&BPM, Nashua, N. H. 


Weldwood Plywood 
Architectural weldwood plywood. 
previously custom made to specifi- 
cations only, is now available in 
In a new brochure it! 
out that weldwood ve- 
carefully matched and 
made into sets, each panel being 
numbered in sequence for easy 
installation. Construction is 13/16 
inch and % inch thicknesses, al! 
resin glued and designed for homes 
and offices. The brochure, fully 
illustrated, lists the panels cur- 
rently in stock. For a copy of the 
brochure write United States Ply 
wood corporation, Dept. AL&BPM. 
55 E. 44th street, New York, N. Y. 
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@ Protective 
® Reflective 
e Preservative 





—~—- ORDER NOW FOR 


> HOT SUMMER SALES! 





HEAT “BOUNCES” OFF 


rot or fungi—on new or old asphalt roofs! 


SALES “BOUNCE” UP 


owner customers are looking right now for Abesto 
Lumiclad for easy, low-cost roof protection. Get 
ready for hot summer days! 

DEALERS! 
Write today for the Abesto Full-Profit story, Sales “A 


tails to give FREE to your customers, and Special 
Dealer Proposition! 


ABESTO MFG. 









MICHIGAN CITY °¢ Dept. D-3 ° 


roofs coated with Abesto Lumiclad because its brilliant metallic 
flakes form one of the best known reflectors of heat rays! Double- 
action Lumiclad also gives “deep” preservative protection against 


for dealers handling Abesto Lumiclad because your builder and 







Holps, A.1. A. Specifications and Application De- ‘Xie ry 
Ps 





Makers of Abesto Roofing Adhesives and Coating materials 


INDIANA 








FOR IMMEDIATE DELIVERY 


COPPER ALLOYED ZINC 
SHEETS and ROLLS 
“The quality product in the middle price class” 


PIPE and TROUGH 
To solve your roof drainage problem. 


ALUMINUM NAILS 


Wil] solve your building difficulties 


Roofings, Shingles, Siding, 

Tubing, Pipe, Garage Doors, 

Casement Windows & Double-Hung Windows. 
Complete line of Roof-Drainage Products 








¥ Phone, Wire or Write SF 


POTTS-FARRINGTON CO. 


a O74. 0 8d Om Al 4 Aan oe od Oe Ot Ye O) he Gl Oa a 


1224 CHERRY ST., PHILADELPHIA 7, PA. 


PHONE Rittenhouse 6-1525 
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Building Products 


ALUMINUM BUILDING PRODUCTS 









“The Ole Reliable” 
MARKWELL 


““RB3’’ SCREEN TACKER 
AND RB 5/16’’ SCREEN STAPLES 


Immediate Delivery! 





HARDENED STEEL | 
STRETCHING CLAW 





OTHER MARKWELL PRODUCTS NOW AVAILABLE 
(CATALOG ON REQUEST) 


INSULATION TACKERS — MOULDING TACKERS 
SASH BAR TACKERS — BRADMASTER 


MARKWELL MFG. CO., INC. 


INDUSTRIAL PRODUCTS DIVISION 
200 HUDSON ST. * NEW YORK 13, N. Y. 


















METAL MOULDINGS|\s 
34 BASIC SHAPES|| | 


meet 


90% 


of your 
INSTALLATION NEEDS! 


ai —) 














_— 








That's right! They're a miracle of 
engineering design — 34 versatile 
shapes streamlined to meet almost 
any private, commercial and indus- 
trial installation need. They're attrac- 
tive... they're durable .. . they’re 
economy-priced to cut your building 
costs. Ask about them today! 

R. D. WERNER COMPANY, INC. 

295 FIFTH AVENUE, NEW YORK CITY 16, N. Y. 


Please send descriptive literature, catalog, and prices on Chromtrim’s 
34 basic shapes. 
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Arthur H. Black, President 
of lowa Lumber Firm, Dies 
Arthur H. Black, 56, president, 
Pioneer Lumber company, Fort 
Madison, Iowa, died March 25. 
Mr. Black was connected with 
the lumber business throughout his 
entire life. The business of which 
he was head, was founded by his 
grandfather, Henry Black, in 1857. 
He served as secretary of the com- 
pany from 1920 until 1936 at which 
time he was elected head of the or- 
ganization which operates a num- 
ber of years in Iowa and Illinois. 


J. J. Worsham Sr., Head 
of Alabama Company, Dies . 


James Jackson Worsham Sr., 68, 
president of J. J. Worsham and 
Son Lumber company, Anniston, 
Ala., died March 8. 

Mr. Worsham moved to Anniston 
in 1900 to be associated with 
Houser Lumber company, later 
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we 
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you, too. 


CONTACT OUR SALES DEPT. 


" 1: We Have the ‘‘Know How’’ 


oo, / Since 1884 we have been satis- 
—_ fying the needs of many lumber 
buyers. Our years of experience have justified 
our belief that we can do a satisfactory job for 


WM UGIE MEWS 


known as McClurkin-Worsham 
Lumber company. In 1923 the 
company became known as J. J. 
Worsham and Son Lumber com- 
pany. 

Sons who were associated with 
him in the company are Floyd L. 
Worsham as first vice president, 
James J. Worsham Jr., as second 
vice president and Clarence H. 
Worsham as secretary-treasurer. 


J. M. White Named President, 
Long Bell, at Annual Meeting 

J. M. White was elected presi- 
dent of the Long-Bell Lumber com- 
pany at the recent directors meet- 
ing in Kansas City. Mr. White suc- 
ceeds M. B. Nelson, president since 
1923. 

Mr. Nelson, who joined the or- 
ganization in 1898, is retiring 
from active duty with the company 
along with Vice Presidents J. D. 
Tennant, S. M. Morris, and L. L. 


Chipman of Longview, Wash., ani 
A. B. Everitt of Kansas City. These 
men have been elected to the board 
of directors. 

Earl H. Houston has been named 
vice president in charge of sales. 
Other new officers are L. G. Ever- 
itt, vice president; L. C. Stith, vice 
president; and R. A. L. Ellis, se 
retary-treasurer. 


Appointments and Promotions 
NEIL F. RITCHEY has been name! 
an engineer in the Technical sery- 
ice department of the Reynold: 
Metals company, Louisville, Ky. 


FRED J. HEID has been appointed 
general sales manager of the Ek 
strom, Carlson & company, Rock- 
ford, Ill., manufacturers of wood- 
working and metal-working ma- 
chinery. 

The Goodyear Tire and Rubber 
company, Akron, Ohio, announce 
the addition of two sales represent- 
atives to the staff of the builders’ 
supply and flooring departments. 
They are KENNETH J. WHISLER 
and W. GEORGE SIGLER, witn head- 
quarters in Akron. 


WARREN SMITH, public relations 
director of the Georgia-Pacific Ply- 
wood & Lumber company, Augusta, 





H. B. Jordan, Gen. Mgr. 


CLARKE COUNTY LUMBER MILLS 
WHOLESALE FOREST PRODUCTS 


Manufacturers Boxes, Shooks, Pallets, 
Crating and Fabricated Items. 


C. M. Jordan, Treasurer 


* x * 








105 STATE BLDG. AKRON 8, OHIO oe ® 


General Offices: 
THOMASVILLE, ALABAMA 
Phone: L. D. 167 


834 Maccabees Bldg. 
DETROIT 2, MICHIGAN 


il 
WE OFFER!!! IMMEDIATE SHIPMENT Phone: TEmple 1-6201 
#2&Btr SLYP AD DET SURFACED AS DESIRED 
RANDOM LENGTHS—CAR LOTS EACH WIDTH 
1x4, 1x 6 1x8, I x 10, |x 12 
2x4,2x 62x 8, 2x 10,2 x 12 


FOR QUICK DELIVERY CHECK WITH US FOR ITEMS IN 
TRANSIT — PROMPT SHIPMENT 














SAWMILL MACHINERY 


MANUFACTURERS of a complete line of sawmill ma- 
chinery . . . PORTABLE MILLS . . . BAND MILL 
CARRIAGES ... EDGERS ... TRIMMERS... 
SHOTGUN STEAM FEEDS ... STEAM NIGGERS... 
LOG STOP AND LOADER . . . AUTOMATIC FEED 
TABLE FOR PLANING MILLS. WRITE FOR CATALOG 
AND “POWER HOUSE.” 


5 Cars 4—8 2 Cars 2 6—16 3 Cars 2 8—18/29 
2 Cars 4—10 2 Cars 2 6—18/20 2 Cars 2 
2 Cars 4—12 2 Cars 2 8—12 3 Cars 2 


2 Cars 6—I2 2 Cars 2 8—14 3 Cars 2 
2 Cars 6—14 2 Cars 2 





MILL SUPPLIES Oy 
~ U“MMUNRGHUM 


LUMBER “Everything tor MACHINERY 
the mechanic CORP. 
Manufacturers and Wholesalers Cc ° m PA N Y transmission of ° 


PINE HILL, ALABAMA 
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AMERICAN-CANADIAN LUMBER CORP. 
ANNOUNCES 
THE REMOVAL OF ITS OFFICES 
TO NEW AND LARGER QUARTERS 
IN THE 
ARCO BUILDING 
1807 ELMWOOD AVENUE 
BUFFALO 7, N. Y. 
Telephone BE-7700 


A COMPETENT SALES) ORGANIZATION STRIVING TO 
SERVE THE LUMBER INDUSTRY IN AN EFFICIENT MANNER 











KIRBY 


Lumber Corporation 





@ Yellow Pine 
@ Southern Hardwoods 


"A Wood for Every Purpose” 
KIRBY BUILDING 





"Is it as Good as Kirby's?" 


Old Growth DOUGLAS FIR 





a 


<1 


Oregon-American Lumber Corp. 
VERNONIA, OREGON 


| 
| 
HOUSTON, TEXAS | 


| 

















LUMBER for SALE 


HARDWOODS SOFTWOODS 
| DOMESTIC and FOREIGN 
| VENEERS PLYWOOD 


| LARGE STOCKS IN ST. LOUIS YARDS 
| Write, Phone or Visit 


FRY-FULTON LUMBER CO. 


| 154 Carroll St. ST. LOUIS 4, MO. 
CEntral 5250 

















BuILpING Propucts MERCHANDISER 


Sales Office: 
2020 Chicago Title & Trust Bldg.. CHICAGO 2, ILL. 
Selling the Products of J. A. Mathieu, Ltd., Rainy Lake, Ont. 





for 
LUMBER 
VENEERS 


. .. and wood products 


— rough or smooth 





INSURE AGAINST WET LUMBER 


.-. from fibre saturation point down 


Avoid errors which result in warping, shrinking, cracking and other 
failures due to improper moisture control. Test flat, curved, rough or 
irregular materials—in three seconds or less—without marring surfaces. 


Based on the principle of high frequency, power absorption, Mois- 
ture Register gives you accurate tests quickly and easily. There's a 


’ model to meet your requirements. Completely portable. No points 


to break off or mar surfaces. 


Write today for complete information, specifying type of material 
and range of moisture content to be tested. Moisture Register Com- 
pany, Dept. A, 133 North Garfield, Alhambra, Calif. 
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has resigned to head a new public 
relations and labor relations de- 
partment of Nachman-Rhodes, 
Augusta, advertising firm. He will 
also be vice president of the com- 
pany. 





THOMAS T. PARKER has joined 
the Hyster company, Portland, 
Ore., as pressed metal manufactur- 
ing engineer. 


LYLE E. MOBERLEY has been pa- 
pointed purchasing agent of the 
Southern Pacific Milling company, 
735 State street, Santa Barbara, 
Calif. er ee RA ee? eee 

. Tier oa aineee i idge, .. latest addition to the prop- 

GEORGE M. HANSEN, formerly _ aie a an Ge ea — "anes piety Peel a te contol snail of 
sociated with the Cascade Pacific 32,000 acres of Douglas fir in the heart of the Cascade mountains. 

Lumber company, Portland, has 


been added to the trade extension 








staff of the West Coast Lumber- Creighton, Pa., has been announced. properties in Mendocino county, 
men’s association, Portland. Mr. Wright joined the company in Calif., where a large hardboard 
—- + 930 and Mr. Stroud has been with plant is to be built. 
Appointment of MILEs S. WRIGHT it since 1925. ae 
as superintendent and CHARLES E. ——____ ELMER J. FISHER, chief chemist 
STROUD as assistant superintendent E. T. F. WOHLENBERG has been of the Gibson Homans company, 
of Pittsburgh Plate Glass com- appointed general manager of Ma- Cleveland, has been _ appointed 
pany’s new Twindow plant at sonite corporation’s newly acquired chairman of the Technical Advisory 

















8 ) ) TLC qj C. E. Klumb Lumber Company 


NO CREOSOTE) 3 C. E. (ROY) KLUMB, Sr., Owner 








Low Cos? Wholesale Lumber Distributors 


Toxic-Water Repellent Preservatives 
Chlorinated Phenol Toxic Base. Positive protection against Rot, 
Fungi, Termites, Excess Moisture, etc. Formulations to meet all 
official specifica tions. A profitable retail item for Lumber Yards. 


An Experienced Lumber Service That Knows the 
Producer’s Problems and the Buyer’s Needs. 







CRYSTAL SPRINGS, MISSISSIPPI 


“In the Heart of the Deep South” 


CRE-O- TOX CHEMICAL CO. Phone 169 P. O. Box 391 


E 


Write for technical data, tests, samples, etc. 
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eeoevecsrermevcre=m. Wa JAMES W.SEWALL COMPANY 


Building Poper eg Consulting Foresters 


Selling to Lumber Dealers Only 
Write for sample and price list. 5 MAIN OFFICE: 


HOSKING PAPER CO. | OLD TOWN, MAINE 
FREIGHT PREPAID : 


Phillips & Benner 
Shipped from : 
Chicago, Louisville, Kansas City or St. Paul : Ruttan Block, Port Arthur, Ontario 


5 : EEE Ge | Established 1910 
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PAUL B. BERRY 


Wholesale — Commission 


Grand Rapids 6, Michigan 


If you can furnish any of the following 
(or anything else) write or wire me. 





]1 or more cars softwood boards and dimen- 
| sion KD or AD, machined: also panels, shorts, 
cutoffs. 1 or more cars 5/5" and thicker hard- 
woods, mostly 4/4” & 5/4” KD or AD. Send 
me your stock and price lists. 


ALIFORNIA 


atten L LIE HARDWOODS © WHITE PINE © HEMLOCK 
- PINE Vc, [en a INC. Our sustained yield forest management policy for 


#1 MONTGOMERY ST. the past thirty-five years is providing for current 
SAN FRANCISCO, CALIFORNIA needs of today and future demands of tomorrow. 


eo OR CE! | > ee DEFEND YOUR TRADE 
| a t wy E aan and én 
op 


California Ponderosa Pine MENOMINEE INDIAN MILLS 
Mouldings and Cut Stock : Neopit, Wisconsin 


“i Sugar Pine Specialists for 45 Years Air-dried QUALITY LUMBER Kiln-dried 














Logged in 1936-1937 
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SALES BUILDING EQUIPMENT 


Z Mil 1) {I} |) [~<a 
| | A I} 47 La Interior and Exterior tron Rail- 
iI | iy atin ing, Window Guards, Ladders, 

















- Area Gratings, Cellar Doors | 


ip 4 N Overhead Arches, Porch Col- 
es 


umns, Pipe Railing. 








WITH PLENTY OF 





Vy j. Also manufacturé .swing- 
My Van 4 ing, Sliding and Folding 
id A | Gates for every purpose. 


























Office and Factory: 
4 2110 Florence Ave., Zone 6 


CINCINNATI IRON FENCE C2 INC 
CINCINNATI. OHIO 

















: INTERNATIONAL 
TIMBER PRODUCTS, INC. 


4441 WHITE-HENRY-STUART BLDG., SEATTLE 1, WASH. 


W. E. Difford, Pres. 


MILL REPRESENTATIVE FOR 


Douglas Fir and other 
Western Woods 


141 WARRENAVE. 
MONTPELIEROHIO 


W.C.HELLER & (0. New YORK CITY 
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sub-committee of the Roof Coat- 
ing division of the National Paint, 
Varnish and Lacquer association. 


WALTER F. SCHUELER, vice pres- 
ident in charge of operations of 
the Sloane-Blabon corporation, New 
York, has been elected a member of 
the company’s board of directors. 


ROBERT D. HOSTETTER has been 
appointed assistant executive sec- 
retary of the Society of American 
Foresters, Washington, D. C. He 
will serve as assistant to Henry 
Clepper, who has been executive 
secretary since 1937. 


LEWIS H. BODMAN has been ap- 
pointed resident vice president of 
James S. Kemper & company, Chi- 
cago. He has been with the organ- 
ization since 1932. 


PRENTICE BRADLEY has been 
named technical consultant to the 
Producers’ council, national organ- 





ANOTHER milestone in the history of William Cameron & company Inc., Waco, Tex., was realized 

in April as general offices and the retail wallpaper and paint store moved into this new build- 

ing, located at Twelfth street and Austin avenue. The street floor houses the wallpaper and 
paint store. The general offices are located on the second floor. 





will assist the council in the further 
development of modular coordina- 
tion and in the engineering of typi- 
cal buildings. 


Roberts & Mander corporation, 
Hatbero, Pa., has announced the 
appointment of HERBERT E. FRITZ 
as sales promotion manager. With 
headquarters in the main office, he 
will go into the field conducting 
dealer meetings and demonstra- 


Arvey corporation, Chicago, an- 
nounces the appointment of CARL 
F. BARCHFIELD, Chatham, N. J., 
as eastern representative. His ter- 
ritory will include New York state. 
northern New Jersey and New 
England states. 


J. F. NICHOLL has been appointed 
general manager of the Lumite di- 
vision, Chicopee Manufacturing 
corporation, New York. GEORGE H. 


ization of building products manu- 


facturers, Washington, D. C. He tions. DAY will direct the Lumite insect 





We may have exactly what you need! 
Contact Williams, first, for fir plywood 
‘\ and fir doors. Phone, wire or write for 










PELLENT 


Pt i 






immediate service... 
LINCOLN 3342 


W: LLIAMS PLYWOOD CoO. 
222 CHAMBER OF COMMERCE BLDG., INDIANAPOLIS 





WESTERN WOOD PRODUCTS 


Protection Products Mfq. Co. 


Research Laboratory and Plant KALAMAZOO, MICH. 














STEWART Iron and Wire Products | | 
are profitable to handle! Knudson & Mercer Lumber Co. 


Lumber dealers everywhere are finding it well 
Purveyors to 


worth ae — * tie in — oem 
source of supply for iron and wire building mn PA 

Accredited Retail Lumber Dealers 
for 53 years 





Wire and Iron Picket Fences for all types of 2k) He 
property; also such items as Wire Window =e 








products. Stewart manufactures Chain Link 














Guards; Stairway and Balcony Railings; & = — J] 
wan ~~: A nas - — -— ae —. ye web ltt 
ri ‘or alo oO. BSS : 1 

of the pany that other pH med os eon an | ii LUMBER FROM SOUTH, WEST, NORTH 
ing through the sale of Stewart products. VF Sarees 

is ~ Sash & Doors, Wallboards and Most 

Standard Specialties 
THE STEWART 4 
IRON WORKS CO., Inc. 


1551 Stewart Block 
CINCINNATI 1, OHIO 


28 E. Jackson Blivd., Chicago 4, Ill. 


r’ = 4 
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1790 Broadway + 


BRAZILIAN | 
PINE 


Foresta Factors 


Lumber Division 





Circle 5-8293 


New York 19, N. Y. 


Henry J. Eckstein 























Let Us Rework Your Old Saws 


We can do any practical repair work on circular 
saws. 


We can cut down your old inserted tooth saw that is 
slinging shanks and it will be like new. 


We can change your old solid tooth saw to inserted 
tooth. 


We can make small Rip or cut off saws from your 
cracked saws. 


Headquarters for repair work for more than 50 years. 
Best equipped saw factory in the South. 


J. H. Miner Saw Mfg. Co. 
Meridian, Mississippi 


Incorporated in 1912 The Original Miner Service 














Announcement 


We have recently installed new, Moore Cross- 
Circulation Dry Kilns and are now 


KILN DRYING 
ALL OF OUR PINE 


We manufacture both 


Yellow Pine and 
Southern Hardwoods 


We specialize in properly seasoned, properly 
dressed and properly graded 


1" Kiln Dried Yellow Pine 
Flooring, Siding, Boards, etc. 


Send us your inquiries & orders 


W. M. McGOWIN LBR. CO. 


PINE APPLE, ALABAMA 











PLANER and JOINTER KNIVES 


- also high speed knives and molding cutters 
7 the woodworking industry. 


adanenaedaichoan’ afl 


“TAYLOR-STILES ro co. 


Riegelsville, New Jersey 


Western Agents: 
Hall & Brown, W. W. Machine Co., St. Louis, Mo. 
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POLES and 
PILING 


Goodwin Johnson Ltd. 


Metropolitan Building 
Vancouver, British Columbia 
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rae, {14 Purpose iumser 
Check these Pouts..- 


THEN RECOMMEND 


TIDEWATER 


RED CYPRESS 


TERMITE RESISTANT (naturally 






















heavy pines. Structural grades of 
resistant to termite destruction known strength and stiffness are 
according to the U. S. Department available.) 

of Agriculture.) 


DECAY RESISTANT (Nature has 
done for Tidewater Red Cypress 
what man has tried to do for 
other woods through artificial in- 


duction of preservatives.) 

stains, paints or enamels. No de- 
STRUCTURALLY STRONG (General _— parture from standard finishing 
strength lies between light and procedure required.) 


ALWAYS AVAILABLE IN THE SIZE YOU REQUIRE 
FROM “small stuff’ to TIMBERS 


We also invite inquiries concerning fully fabri- 
cated or partially fabricated vats and tanks. 


YO=> Tidewater Gis 
RED CYPRESS =A 


Can be furnished from St. Louis Stocks 


FLEISHEL LUMBER CO. 


4237 DUNCAN AVE. * ST. LOUIS 10, MO. * NEwstead 2100 


NATURAL GRAIN (Natural grain 
and texture lends beautifully to 
interior panneling and finishing.) 


EFFECTIVE FINISHES (Takes all 
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ATTENTION! 
YARD MANAGERS 


DON’T WORK EXTRA 
TONIGHT © 


Send that plan to us for personal- 
ized changes. Fees as low as $25.00 
paid by your customer. Quick serv- 
iee. No added expense to your 
overhead. 


WRITE FOR DETAILS. 


Lumberman’s 


Plan Service 
120 Machin St., Peoria 5, Ill. 

















What it is .. . What it Does 


By Louis. H. Meyer 


Formerly Field Researeh Director, 
United States Plywood Corporation 


250 pages, 100 illustrations, only $3.50 


Here’s the complete story on ply- 
wood — planned to assist engineers, 
designers, architects, and others in 
exploring the possibilities offered by 
this modern construction material. It 
covers manufacture, characteristics, 
purchasing, and application techniques 
—shows you exactly how this all- 
around product can meet your specific 
needs. The book describes the manu- 
facture of plywood and kindred lami- 
nates — outlines briefly the methods 
used to obtain different grain forma- 
tions — lists the bonding agents used 
and the properties of each — provides 
a valuable compilation of reports 
from the U. S. Forest Products Lab- 
oratory and from manufacturers and 
associations. 


Send Check with your Order to 


AMERICAN LUMBERMAN, INC. 
139 No. Clark St. Chicago 2, Ill. 
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screen and Lumite decorative fab- 
ric sales as general sales manager. 


E. L. KLINGLER has been ap- 
pointed assistant wire rope sales 
manager for the Colorado Fuel and 
Iron corporation, New York. 


WILLIAM W. EVANS has been ap- 
pointed general sales manager of 
Power-Pak Products Inc., Buffalo. 


FRED UNKEL has been appointed 
manager of the Philadelphia whole- 
sale warehouse and distributing 
yard of the Georgia-Pacific Ply- 
wood & Lumber company, formerly 
Georgia Hardwood Lumber com- 
pany. 


L. E. RADEMACHER has joined 
Central Paint & Varnish Works 
Inc., Brooklyn, as regional man- 
ager of trade sales. 


Companies Announce 

Opening of a new warehouse in 
Tampa, Fla., by U. S.-MENGLE PLY- 
woops INC., jointedly owned by the 
Mengel company and United States 
Plywood corporation has been an- 
nounced. 


McDONALD & SHAW, Dallas, Tex., 
has been named sales representa- 
tives by the COLONIAL BRUSH MAN- 
UFACTURING COMPANY INC., Boston, 
manufacturers of a complete line 
of paint brushes. 

New address of the NORTHERN 
PINE MANUFACTURERS ASSOCIA- 
TION is 4829 Oakland avenue, Min- 
neapolis 7, Minn. 


AMERICAN-CANADIAN LUMBER 
CORPORATION announces the re- 
moval of its offices to new quarters 
in the Arco building, 1807 Elm- 
wood avenue, Buffalo 7, N. Y. Tele- 
phone is BE-7700. 


The RICHCRAFT COMPANY has ap- 
pointed two new distributors to 
handle its products. They are 
Westchester Wholesale Warehouse 
Inc., Mamaroneck, N. Y., and Mer- 
rick company, 352 C. street, South 
Boston 27, Mass. 


Woop CONVERSION COMPANY ap- 
nounces the opening of a new west- 
ern district sales office at 1513 Mar- 
ion street, Denver, Colo. The new 
office is under the direction of J. D. 
Spencer. 


KREYLING & COMPANY, 220 N. 
West Ist street, Evansville 8, Ind., 
has been named local distributor 
for the complete line of metal trims 
and accessories for the B & T 
METALS COMPANY, Columbus, Ohio. 


Manufacturing and sales rights 
on Salsbury turret trucks have been 
returned to the original owners, 
SALSBURY CORPORATION, 1161 E. 
Florence avenue, Los’ Angeles, 
Calif. These rights were formerly 
in the possession of Salsbury Mo- 
tors Inc., until recently a subsidi- 
ary of Northrop Aircraft Inc. 


A newly formed insulation manu- 
facturing company began operation 
in the Middle West during April. 
The company is the K. B. S. MIN- 
ERAL WOOL COMPANY, Omaha, 
Nebr. It will produce a line of 
mineral wool blankets and batts, 
granulated and pouring wool as 
well as loose material. Clayton K. 
Bowe is president of the company. 


JOHNSON METAL PRODUCTS COM- 
PANY, Erie, Pa., manufacturers of 
metal frame windows and door 
screens, metal framed storm win- 
dows and other metal items, has 
been merged with DETROIT STEEL 
PRODUCTS COMPANY and will con- 
tinue as the Erie division of the 
latter firm. 








KNOX corporation’s new air conditioned building which fronts on Main street, Thomson, Ga., 
is shown here. This modern structure will house the chief offices of the Knox corporation, the 
offices of the Knox Metal Products Inc., and also the Knox Lumber Sales company. 
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